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1956 Inland Marine 
Written Premiums 
Were $362,375,518 


Increase in Gross Writings of Nearly 
$18,000,000 Over 1955 Pre- 
miums of $344,710,839 


LOSSES CONTINUE UPWARD 


Ratio of Losses Paid to Premiums 
Written 54.20%, Up 4%; PPF 
Earned Loss Ratio Declines 


Inland marine insurance written pre- 
miums in 1956 continued the long upward 
trend, established years ago, totaling 
$362,375,518, compared with $344,710,839 
in 1955, with $325,649,514 in 1954 and with 
$324,370,000 in 1953. Likewise the loss 
ratio continued to rise last year and 
ratio of losses paid to premiums written 
was 54.20%, against 50.19% for all lines 
in 1955, with 48.29% in 1954 and only 
42.52% in 1953. 

Paid losses, revealed in the annual fig- 
ures issued this week by the Inland 
Marine Insurance Bureau, amounted to 
$196,423,109. These compare with $173,- 
019,740 in 1955, with $157,268,172 in 1954 
and with $137,935,000 in 1953. These fig- 
ures represent total direct written pre- 
miums less return premiums but before 
deductions for reinsurance by all insurers 
members of the IMIB, non-member 
stock companies and members of the 
Transportation Insurance Rating Bureau. 
The last-named acts for mutual carriers. 
The loss ratios of many inland lines will 
not make particularly pleasing reading to 
marine underwriters and adjusters, nor is 
the upward trend of the last few years 
encouraging. 


Division of Premiums 


Of all the inland marine premiums 
written last year the IMIB members 
and subscribers wrote $309,555,427 in 
premiums, with paid losses of $172,364,- 
264, with a ratio of 55.68%. The pre- 
- miums were $294,459612 and the loss 
"ratio 51.18% in 1955. Other stock com- 
| Panies reported $34,181,993 in premiums 
' and a loss ratio of 46.99%, against $33,- 
| 584,793 and loss ratio of 45.52% in 1955. 
Premiums reported by the TIRB for 
1956 were $18,638,098 with a loss ratio 
of 42.91%, against $16,666,434 and a loss 


(Continued on Page 26) 
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Am. Life Convention 
Plans For Meeting 
Chicago, Oct. 7-11 


Mortality Table X-17 To 
Featured in Panel and 
General Discussion 


HEAR PROMINENT SPEAKERS 


Social Features Include Annual 
Dinner-Dance and State Vice 
Presidents’ Dinner 


Be 


American Life Convention’s 52nd an- 
nual meeting will have one of the out- 
standing programs in Convention history, 
according to the announcement by Pres- 
ident John A. Lloyd. The 1957 gathering, 
to be held at the Edgewater Beach Ho- 
tel, Chicago, October 7-11, has been 
planned in the general tradition of for- 
mer years. Mr. Lloyd, who is president 
of the Union Central Life, is also the 
chairman of the program committee of 
the Convention, 

The program for the general sessions 
is practically complete and includes two 
well-known life insurance company pres- 
idents, Canadian editor, an actuary 
of world renown, and a prominent Amer- 
ican Church figure. The general sessions 
will address by the presi- 
dent of the National Association of In- 
surance Commissioners, Joseph A. 
Navarre of Michigan. 

President Lloyd will 
general sessions and the executive ses- 
and will remain in charge until 
after the annual meeting when he will 
turn over his office to the 
president. 


Mortality Table X - 17 


\ unique feature of the 52nd annual 
meeting will be a panel discussion on 
the proposed new mortality table X - 17. 
As it planned, the panel 
five, including three company presidents 


a 


also hear an 


preside over the 
sion, 


incoming 


is now of 
and two company actuaries representing 
several points of view, will make their 
presentations at the Wednesday morn- 
ing general session. Discussion of Table 
X-17 on the basis of presentations of 
the panel will be held at the executive 
session scheduled for Wednesday after- 
noon. The panelists will be present to 
take part in the further discussion and 
to answer questions from the floor. 
The controversy which has arisen 
about the proposed new mortality table 
has prompted the ALC to bring the 
matter up before the membership, to 
give the industry a chance to hear the 
various arguments and points of view, 
and to allow the member companies to 


be heard. 
General Schedule 


The program for the general session 
and for the several sections are now 


(Continued on Page 10) 
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“A close personal friend of mine, an insurance 
broker, recently asked me the question, ‘Why are 
you so happy and apparently successful as a 
Travelers representative?” That was an easy one. 

“My Travelers multiple-line franchise gives me 
the best opportunity of doing the kind of job for my 
customers that I want to do and that they want me 
to doa thorough and complete one. Over twenty 
vears experience las confirmed my original con- 
viction that the comprehensive services of The 
Travelers give me the best possible means of at- 
taining my objective. 

“The new trends in insurance are towards 





Mr. Mittarp T. Wuson, Vice President 
The Travelers Insurance Companies 
Hartford, Conn. 


Please send me further information concerning 
lravelers Multiple-Line Representation. 
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” Muttiple-line reprouenctrtion 
it the key +0 the future 


says Howard Kolb of Chicago, 
representing The Travelers since 1934. 


packaging and programming. Here is where the 
multiple-line agent holds the key to future success. 
Through the unsurpassed facilities of The Trav- 
elers in all lines, I can wrap up all the insurance 
needs of my clients and know that in every case 
they are getting the best protection available.” 

Thousands of Travelers multiple-line representa- 
tives like Mr. Kolb hold this key to the future in 
their hands. Why not let it unlock success for 
you? If you are interested in a multiple-line 
franchise with The Travelers, simply get in touch 
with your nearest Travelers branch office or general 
agency or send the attached coupon to us. 
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Good Corporate Citizenship Aim Of 
Company Shown By President Palmer 


White Sulphur Springs, W. Va.—In 
addition to their basic and fundamental 
purposes, business corporations have an 
opportunity * ‘to be a good corporate citi- 
zens” by doing those things which can 
be done to improve and bring progress 
to the social and ecomonic environment 
in which the corporate entity and its 
people live and work, H. Bruce Palmer, 
president of Mutual Benefit Life, said as 
opening speaker at the company’s meet- 
ing of its field force at the Greenbrier 
Hotel. Speaking on the subject “The 
Personality of a Company,” Mr. Palmer 
stressed the fact that the first consider- 
ation of a company—including life insur- 
ance companies—was to provide a good 
basic product and at a reasonable cost. 
Life insurance companies, he added, have 
additional fundamental and basic respon- 
sibilities to their policyholders. 

The concept of good citizenship has 
already been carried out by life under- 
writers, Mr. Palmer explained. He cited 
the numerous examples of “good citizen- 
ship” on the part of fieldmen in their 
local communities. 

“These men and women all over the 
United States have served their local 
communities well in many ways unre- 
lated to their business,” he said. “In 
doing so they have established public 
identity obtainable through unselfish 
concern with our mutual social and eco- 
nomic problems. This public service has 
benefited fieldmen in many, many ways.” 
President Palmer pointed to his com- 
pany’s “True Security Program” as an 
example of what a company can do in an 
effort to be a good corporate citizen, and 
at the same time benefit the company. 





H. BRUCE PALMER 


“The True Security Program” is a man- 
agement training program made available 
to American business as a public service. 
The program also has helped business 
leaders in solving their financial prob- 
lems. 

“Tf the corporate entities of the enter- 
prise system gain identity through con- 
tributions they make to the public wel- 
fare, there need be no apology,” the 


Company Keeping Pace With Growth of 


The Country, Says 


White Sulphur Springs, W. Va.—Mu- 
tual Benefit Life has kept pace with the 
tremendous growth and prosperity of 
our country during the past 30 years, 
H. Douglas Palmer, director of agencies, 


told the company’s field force at the 
30th anniversary meeting held at the 
Greenbrier Hotel, August 14 - 17. 

Mr. Palmer, who was in_ general 


charge of the meeting of more than 800 
of the company’s field force, pointed to 
the growth in population of the country 
from 117 million to 170 million. At the 
same time, he pointed out, Mutual Bene- 
fit insurance in force grew from $2 bil- 
lion to more than # billion. 

“Personal income in the United States 
during the past three decades has gone 
from $73 billion to $334 billion,” Mr. 
Palmer declared. Our company’s assets 
have increased from $453 million to 
nearly $1 billion $700 million. 

“Personal savings grew during the 
30-year period from $4.3 billion to $21 
billion. Sales of life insurance in our 
company, which reached a low of $107 
million one year during the 30-year pe- 
riod, have increased to just under $400 
million.” 

One of the unique qualities of the 
American which has made this progress 
possible is the strong individual initiative 
of our citizens, Mr, Palmer said. The 
Mutual Benefit has made it possible for 
Americans to develop a new appreciation 
of opportunity by use of | the company’s 
“True Security Program.” This program 
was developed by Mutual Benefit as a 
public service to American business and 
is used as a training course to encour- 
age young and older business executives 


H. Douglas Palmer 


to plan their own financial future. 
“Only in a country with such a founda- 
tion as ours and only through citizens 
with this strong initiative could life 
insurance and a company like ours play 
such a vital role,” the speaker declared. 
“And only through the efforts of life in- 
surance agents such as yourselves with 


your message of self-reliance, personal 
responsibility and thrift has this his- 
tory of growth been possible, and only 
through your continuing efforts will 
‘The True Security’ of our American 
system be maintained.” 


Max Matson Year’s Leader; 
Others Receiving Awards 


Five fieldmen of Mutual Benefit Life 
were honored as leaders in volume, earn- 
ings and lives at the company’s annual 
awards banquet August 16 at the Green- 
brier in White Sulphur Springs, W. Va. 

Max M. Matson, a member of the 
Cleveland agency, led all other agents 
in 1956 in earnings and in volume of 
insurance sales, and John O. Boner, 
Indianapolis, led in lives. 

Among the first-year men, 
Little, Baltimore, was volume and earn- 
ings leader, and John O. Boner, Indi- 
anapolis, was lives leader. 

Second-year men who were honored 
included Donald FE. Stull, Cincinnati, 
volume and earnings leader, and Larry 
C. Krehbiel, Wichita, lives leader 

In addition, Merritt Birch of Baltimore 
was presented with the “Builder’s Tro- 
phy” for his outstanding performance as 
an agency supervisor. 


Gordon H. 





Mutual Benefit Life At White Sulphur 


speaker declared. “We have learned that 
lesson well through our ‘True Security 
Program.’ We were concerned with the 
lessening of individual initiative, as were 
hundreds of executives surveyed by us 
in an opinion study. Those companies 
that have profited from this service 
wanted and expected the Mutual Bene- 
fit to receive the public relations and 
sales advantage. When the corporations 
of this country recognize this, there will 
be a new power for good that will have 
a tremendous impact on our social and 
economic life. 

“All around us we see a growing con- 
sciousness that the corporation, too, like 
the individual, has a real and measurable 
responsibility. The executive of the 
future will be trained to have a breadth 
of interest far beyond the limitations of 
corporate affairs and a recognition of 
the contemporary environment within 





Springs 


which the corporations function. 
“Certainly to you who have played the 
role of good citizens, I need not point 
out the potential to a company that per- 
fects its role of corporate citizen. In 
our new company history you will find 
this statement: ‘The story of the Mutual 


Benefit is the record of a community 
service which became a national insti- 
tution.” Community service by our 
agents, together with company effort, 


can lead to greater accomplishment in 
corporate citizenship and give greater 
national identity. 

“Unlike the individual, the corporation 
is not the length and breadth of the 
shadow of one man, Every one of you 
and all of us in the home office can 
contribute to the creation of this ‘per- 
sonality of a company,’ by its individual 
citizenship role. The satisfaction will be 
great and the rewards will be many.” 


New Money Opportunities Shown 
By Vice President Heitzeberg 


White Sulphur Springs, W. Va.—Mu- 
tual Benefit Life salesmen were urged by 
Charles G. Heitzeberg, CLU, vice presi- 
dent in charge of agencies, to seek out 
“new money” prospects as a stimulant 
to sales. In a speec ch at the meron of 
the company’s field force at the Green- 


brier Hotel, the Mutual Benefit’s sales 
officer declared that the “new” money 
concept is “not so much a formula as 


it is a philosophy.” He advised sales- 
men to be on the spot when new money 
becomes available to the prospect 
through an increase in salary or through 


other means of income. 

The speaker cited a case of a young 
man age 25, married, one child, a mort- 
gage, owner of an automobile and a 
television set, who has a_ tremendous 
amount of ambition. This young fellow 


probably spends everything he earns; he 
wants to buy more life insurance but 
Mr. Heitzeberg pointed out the simple 
fact is that too often he hasn’t got the 
money buy. 

“Let’s assume this 
denly gets a weekly 
said. “Sure, you can sell 
can you make the sale? 
make it during the first week or so 
after he receives his raise, while that 
raise still represents new money and has 
not become a part of his living ex- 
penses. The fact is that ‘new money’ 
doesn’t stay new very long. 

“Let me give you another example on 
a somewhat different plane. Bill Brown, 
age 40, annual income $20,000, wife, 
mortgage, three kids, two cars, country 
club membership, an outdoor grill, a 
good job, a fair life insurance program, 
no particular savings and a real need 
to put some money aside for college 
education, retirement and emergencies. 
He lives well. He and his family dress 
well and entertain nicely. But he, too, 
lives nearly a hand-to-mouth existence 
in terms of available capital. He gets a 
promotion and a $5,000 raise. He and 
his wife celebrate and share a bottle of 
champagne and begin to mz ie plans for 
the disposition of this big new chunk of 
dough. He’s been responsive to your 
ideas for the strengthening and the ex- 
pansion of his life insurance program 
and he really is a prospect right now. 
But let me underline the words right 
now, because that additional income 
could so quickly get into an expanded 
standard of living unless you, Mr. Life 
Insurance Man, are on the scene early 
and well prepared. Most of you have 
seen these things happen time after 
time, but they don’t happen to the alert 
life insurance man who really keeps in 
touch with his clientele. They don’t hap- 
pen because the sharp life insurance 
man has his senses tuned to new money 


fellow sud- 
raise,’ the speaker 
him, but when 
You'd better 


young 








Fabian Bachrach 


CHARLES G. HEITZEBERG 








and all his intelligence network skillfully 
set so that news of new money reaches 
him in time to do something about it. 

‘Another example—and I'll approach 
this one little bit differently: Where 
is the big business insurance sold? If 
you can accept a generality, which will 
help me make my new money point, I 
think on reflection you will agree that 
in the main the really big business insur- 
ance is not sold to really big businesses, 
but it’s sold to new businesses with 


‘blems and it’s sold to older busi- 


real pri 





nesses that are really on the make: that 
are expanding and oe and taking 
on new products, getting into new lines, 
investing in new otcltvnididas cam- 
paigns. It’s sold to businesses that are 
not content with their normal share of 
a given market, who rather are them- 
selves seeking out and putting to work 
new money. 

“Another example of this kind of 


thing: Why do you suppose we have an 
agency in Elgin, Ill.? Elgin itself has a 
population of only 47,500 people. We 
have gone there for a very simple rea- 
son. The territory it embraces has a 
remarkable concentration of new money 
in it. It has thousands of new home 
owners who have graduated to suburbia, 
it has hundreds of new businesses to 
service them. It has hundreds of busi 
nesses and plants which offer them em- 
ployment opportunities close to home 
and in new and exciting kinds of enter- 
prises. You can smell the new money as 
(Continued on Page 6) 
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J. Richard Ward Named 
Agency Vice President 


FOR EQUITABLE LIFE OF IOWA 





Also a Member of the Company’s Exec- 
utive Committee; Succeeds Recently 
Retired Ray E. Fuller 


J. Richard W ard, "superintendent of 
agencies of the Equitable Life of Iowa, 
agency vice president, 
Hubbell, 


has been named 
it has been announced by F. W. 





J. RICHARD WARD 


president. dditionally, Mr. Ward will 
be a member of the executive committee 
of the company. He succeeds Ray E 
Fuller who recenily retired 

Mr. Ward, a native of New Mexico, 
and an alumnus of the University of 
New Mexico, joined the company in 
Pueblo, Colorado, in 1934. In 1940 he 
was named general agent in Grand Junc- 
tion, Colorado. In 1942 he 
into the home office as field supervisor. 
He served in this capacity, with the ex- 
ception of military leave of absence dur- 
ing World War II, until 1946 when he 
was made agency supervisor of the 
Portland, Oregon agency. In 1947 he 
was advanced to genera] agent in P 
land. In 1952 he returned to the home 
office to accept the appointment of su- 
perintendent of agencies. 


was brought 


Kendall Heads Personnel 
At Union Mutual Life 


Richard G. Kendall of Auburn, Maine, 
has been appointed director of personnel 
for Union Mutual Life, ig on to an 
announcement by P hilip B. Grant, secre- 
tary of the company. 

[r. Kendall has ten years’ experience 
in personnel work with the Bates Manu- 
facturing Co. and in recent years served 
as director of industrial relations for this 
company. More recently he has been 
administrative assistant to the general 
manager of North America Philips Co. 
He is well known in the State as a past 
chairman of the Maine State Personnel 
3oard and as a trustee of the Maine 
State. Retirement System 

An alumnus of Dartmouth College, Mr. 
Kendall graduated in the class of ’46 with 
an A.B. degree in liberal arts. During 
the war he served as a Ist lieutenant in 
the Army Air Corps for 3Y4 years. 

Mr. Kendall is presently a director of 
the Lewiston-Auburn Community Chest 
and or Soke of the Central Maine 
General Hospital, trustee of the Auburn 
Sewerage District, a member of the 


YMCA’s youth program committee and 
a member of the Maine Hereford Breed- 
ers Association. 


Leads Great Southern 

John H. Fargason, Houston, led the 
entire field force of the Great Southern 
Life for the 12-month period ended June 
30. Mr. Fargason paid for $2,340,656, on 
312 lives. This is the largest personal vol- 
ume ever achieved by any Great South- 
erner during the company production 
club year. 

W. Winfield Crawford, 
won the presidency of the Great South- 
ern Club for 1957-58 with $2,218,943 on 
230 lives. Mr. Crawford earned this 
honor in his first year as a career life 
underwriter, having entered the business 
on July 16, 1956. 

Nine other Great Southerners paid for 
more than one million of personal life 
insurance during the 1956-57 Club year. 


Birmingham, 


In addition, 52 more paid for one half 
million or more to qualify for the Lead- 
ers Legion, Great Southern’s honor 
group ior its leading producers. 

Altogether, 175 Great Southerners met 
production and persistency standards for 

Club membership and earned for them- 
i and their wives attendance at the 
Club meeting to be held at the Dallas 
Statler Hilton, August 28-31. 





[ATED —-- Faporinmsed A & H Under- 
writer to head up Department of fastest 
growing Life and Disability Company in the 
nation. Home office in Los Angeles. Career 
opportunity. Salary open. Interview will be 
arranged. Please send details of background 
to Box 2541, The Eastern Underwriter, 93 
Nassau Street, New York 38, New York. 











Holden Wins Midland Mutual 
“Man of the Month” Honors 


Ellsworth J. Holden of Cleveland has 
won “Man of the Month” honors by 
leading the entire field force of Midland 
Mutual Life during July. This is the 
third time that Mr. Holden has qualified 
for this honorary designation which is 
bestowed each month on the agent who 
does the best all-around job among the 
some 500 men and women representing 
the organization. 

Mr. Holden is associated with the 
Jack P. Smith Agency in the Cleveland 
metropolitan area. Mr. Holden is_an 
instructor at~James Ford Rhoads High 
School where he teaches commercial sub- 
jects and also coaches the track team. 
He has represented the Midland Mutual 
since 1937. 


THE LEE NASHEM AGENCY 
#1 in U.S.A. in July 1957 
+3 in U.S.A. for 1957 to date 


It pays to do business with an Agency 
that is going places. Why not call us 
when you have a brokerage case. 
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Announcing — 


GENERAL AGENTS WANTED 


Over 200% Commissions During First 20 Years 
Plus Lifetime Renewals 


Our Three Newest Money Making Plans: 
1. FAMILY GROUP ECONOMY PLAN 


Maximum Protection-Lowest Cost. 
Father Age 30-$5,000; Mother Age 30-$1,000. 
All Children and New Arrivals-$1,000. All this for one 


LOW PREMIUM OF LESS THAN $6 PER MONTH. 
2. INCREASING PROTECTION PREFERRED 
WHOLE LIFE 


An Exclusive Contract—Originated by Us. 


You'll Hardly Believe It But Here Are 
Two Examples of How the Plan Works 


in Force in Less Than 5 Years 





















































Issue Age-30 100 Units Issue Age-40 
Initial Initial 
Annual Annual 
Premium Premium end Premium Premium end 
$6,764 20 yrs. $1,764 | $7,558 20 years $2,558 
End Paid- Cash Paid- Cash 
Year Death up or Death up or 
Policy Benefit | Insurance Loan Benefit Insurance Loan 
1 | 105,000 | 13,900} 5,000 | 105,000 | 11,100 | 5,000 
5 | 159,800 78,600 31,134 148,200 67,000 33,121 
10 ms 228,300 156,400 69,387 202,200 133,200 73,110 
15 279,300 224,300 117,006 244,200 191,900 116,002 
20 ~ 330, 300 284, 900 | "156,356 286,200 244,400 1€1,422 

















teed Increasing Insurability; 











ALL GUARANTEES 
(a) Guaranteed Permanent Increasing Protection for 20 Years: 
(c) Guaranteed 4% Interest Rate on Loans of 
$5,000 or More: (d) Guaranteed Paid-up Values 3% C.S.O. Table; 
anteed 3% Discount Advance Premiums; (f) Guaranteed Conversion to Lower 
Premium without Evidence of Insurability; 
in 20 years with the Increasing Amount of Insurance on a Permanent Basis. 


3. WIFE 20-YEAR TERM RIDER 
Issued up to $250,000—50% of Husband's Insurance. If 
husband dies wife's premium is waived. 
abled wife's premium is waived. ALL THESE BENEFITS— 
WIFE AGE 30—$7 per $1,000 ANNUALLY. 
Also complete line of very competitive policies! 
Attractive Franchises 
in Illinois, New Jersey — Pennsylvania — Maryland — District of 
Columbia — Ohio — Missouri and 26 Other States 


Write or wire: LEO SEXTON, Agency Vice President 
AMERICAN BANKERS LIFE OF FLORIDA 


600 Brickell Ave., Miami 32, Fla. 
JAMES G. RANNI, PRESIDENT 





(b) Guaran- 
{e) Guar- 


(g) Guaranteed Reduced Premium 


If husband is dis- 

















LEE NASHEM AGENCY 





Mutual Benefit Life Insurance Co. 
of Newark, N. J. 





Sales Promotion Assistant 


For Mutual of New York 





ALAN G. 


BAKER, JR. 


York has appointed 
sales promo- 


Mutual of New 
Alan G. Baker, Jr., 
tion assistant in the 
it was announced by Richard J. Learson, 
vice president for Group insurance. Mr. 
Baker was formerly with the Insurance 
Society of New York, Inc. 

Mr. Baker is a graduate of Columbia 
College and has a Master’s degree from 
Columbia University. After two years 
with an advertising agency he entered 
the insurance business with the Liberty 
Mutual in Brooklyn, N. Y. in 1951. In 
1955 Mr. Baker joined the Insurance 
Society of New York, and was educa- 
tional assistant in charge of public 
relations. 


to be 
Group department, 


Ordinary Sales Increase 
West Virginia led all states in per- 
centage increase in Ordinary life insur- 


ance sales in June, with New Jersey 
second and Minnesota third, it is re- 
ported by the Life Insurance Agency 


which has 


Association, 
states and 


Management 
analyzed June sales by 
leading cities. Countrywide, Ordinary 
business increased 25% in June, com- 
pared with June, 1956, while West Vir- 
ginia sales gained 45%. In New Jersey, 
June sales were up 41% and in Minne- 
sota 39%. Thirteen states showed gains 
of 30% or more. 

For the first six months, with national 
Ordinary sales up 29% from the year be- 
fore, Pennsylvania led, with an increase 
of 48%, with New Jersey second, up 43% 
and Indiana and Maine tied for third 
place, up 40% from the corresponding 
period of last vear. : 

Among the large cities, St. Louis 
showed the greatest rate of increase for 
June, with a gain of 51%. Los Angeles 
was next, with purchases up 23%, Phila- 
delphia and St. Louis both led for the 
six months, showing gains of 39%. 
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APPEARING 31,682,758 TIMES... to spread 


the word about New York Life’s dramatic new 
Lifetime Hospital and Surgical Insurance! 





aArwy. - Vow-for young and old alike from New York Life... 
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Advertisements Lifetime Insurance that helps pay the heavy cost 


like this one will be seen of hospitalization or surgery! 


by millions in Sunday 
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New Hospital and Sur, 
guaranteed renewable 






any can’t increa: re ‘a 
P: se your premium rate, unless THE NEW VORK LIFE AGENT 
hanges the rate for everyone in your policy IN YOUR COMMUNITY IS A GOOD MAN TO KNOW 


Newspaper Magazine 





. Benefits can never be reduced—even 
5! Ane usu, bh 















Sections. They’ll hel : 7 - 
y P New York Life 
Imitlatea avan craatar i 6% ”< 48 ____ with one of these history-making new Hospital lowe 
stimulate even greater Insurance ingle Company 
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Mutual Benefit Life Meeting 





Mutual Benefit’s Entry Into Group 
Field Explained By Robert McQueen 


While Sulphur Springs, W. Va—Mu- 
tual Benefit Life has had its Group in- 
surance policy nga re by more than 
30 states, Robert McQueen, director 
of Group sees announced to the 
company’s field force at the national 
meeting held here at the Greenbrier 
Hotel. Mr. McQueen, who came to Mu- 
tual Benefit in April when the company 
announced that it was entering the 
Group field, assured the sales force that 
the company would speed its activities 
in this area. He termed the company’s 
Group policy “a distinctive, attractive 
Group life contract which we hope you 
will sell in great numbers this year, next 
year, and every year after that.” The 
company already has three Group appli- 
cations which it is considering. 

“T am often asked why we are going 
into the Group business, what we are 
trying to accomplish and what are our 
objectives,” Mr. McQueen stated. “This 
company does not have the reputation 
of doing things lightly or haphazardly. 
The Group operation will fit that tradi- 
tion.” 

Mr. McQueen pointed out that the 
mass sale of life insurance has been 
developed for the last 50 years and has 
accelerated tremendously since the end 
of the war. In Group life insurance, new 
markets have opened up which accentu- 
ate the similarities rather than the dif- 
ference between Group and Ordinary, 
the speaker explained. 

“What is important to us as a life 
insurance company is that in properly 
selling and servicing these new Group 
markets, the ability, training and ex- 
perience of the Mutual Benefit agent 
seem to fit perfectly. Substantial 
amounts of life insurance lead to settle- 
ment agreements, estate plans, and other 
topics which require the services of a 
professional. Originally Group  insur- 
ance was little more than Industrial in- 
surance sold on a mass basis. Today, 
except for welfare fund cases, its char- 
acter has entirely changed. 

“We believe that the sale of Group 
insurance and Ordinary insurance should 
go hand in hand. One should lead to 
another. No one can say which partner 
should precede the other in opening the 
door, but their objectives are identical. 
People either die too soon—or they live 





Huebner Shows Attitude 
Change of Buyers 


White Sulphur Springs, W. Va—One 
of the fundamental changes that has 
come about in life insurance has been 
the chz anged attitude bv buvers of life 
insurance of responsibility toward one’s 
family, Dr. Solomon S. Hubner de- 
clared. Dr. Huebner, renowned insurance 
educator and president emeritus of 
American College of Life Underwriters, 
Was a principal speaker at the Mutual 
Benefit Life field force meeting at the 
Greenbrier Hotel. 

“Time was when men and women 
bought life insurance to pay for the ex- 
pense of dying,” he said. “There has 
come a change, one of the most impor- 
tant in history, which now finds people 
buying because they feel a sense of 
responsibility to the family. This is only 
proper and right. You really don’t insure 
against death, as much as you insure 
against losing the value involved in liv- 
ing. We all hear the term ‘accident and 
health insurance’; actually we don’t in- 
sure against accident and health. It 
should be called ‘health insurance’ be- 
cause we really insure the values that 
flow from a productive life made pos- 
sible by good health. The day is coming 
wh@n some cne ‘probably accountants’ 
will actually put a dollar value on life, 
just as property is appraised.” 


too long. It is the function of life 
insurance to solve that problem, some- 
times through the individual policy ap- 
proach, sometimes not. 

“Our object is to write all the Group 
business we can—and I will restrict that 
only by requiring that it be good Group 
business. In this field, today’s rejection 
is tomorrow’s market. We will always 
try to be guided by basic underwriting 
considerations and not by rigid rules. 
Even when our Group manual comes 
out I hope you will regard it as a guide- 
post and not a stop sign. 

“Most people tell me that, except for 
the large cases, Group insurance, like 
Ordinary, is sold on a personal basis 
generally without competition. A sales- 
man, however, must know what he is 
selling and must have confidence that 
his company has given him the best 
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product obtainable at that price. In 
Group life insurance, the amount of ini- 
tial premium is fixed by state law for all 
companies doing business in New York 
State. Therefore, in most instances the 
difference, if any, must appear in the 
product rather than the price. 


C. C. Otto’s Views on Current Trends 


White Sulphur Springs, W. Va—c. 
Carroll Otto, general agent in Detroit, 
told the meeting of his company’s field 
force that the life blood of any company 
or organization is “responsible change.” 
Mr. Otto, a Mutual Benefit Life general 
agent for 30 years and one of the com- 
pany’s most highly esteemed figures, was 
a principal speaker at the meeting at 
the Greenbrier Hotel. 

“Day after day we must critically eval- 
uate, accept or reject ideas, and so 
must our administrative officers,” Mr. 
Otto said. “That is the way companies 
improve and grow.” 

Commenting on the current trends in 
the life insurance business toward special 
policies, variable annuities and sales 
gimmicks of all kinds, Mr. Otto urged 
that the company make changes “in the 
Mutual Benefit way.” Companies must 
solve their problems in their own way, 
rather than simply doing what others 
are doing, he added. 

“There were companies which had 20 
payment life — dated back seven 
years and with only 13 premiums pay- 
able,” Mr. Otto rae “Of course 
there was a lien against the policy for 
the seventh reserve which bore com- 
pound interest. The dividends and per- 
sistency bonus were to take care of that. 


What happened? The lien with com- 
pound interest ate up the dividends, the 
persistency bonus and the reserve as 
well, Thirty years ago the companies 
were practically giving away non-can 
disability and we did not even have a 
waiver of premium. 
Not Looking for Gadgets 

“T must not labor this point for this 
is only to suggest that each generation 
or decade has problems and that the 
Mutual Benefit with an experience of 
112 years is always focusing the re- 
sulting perspective on the popular no- 
tions of the moment. Sometimes we join 
them. Sometimes we don’t—yet through 
the years the agents of the company 
have prospered, kept a sense of dignity 
and developed increasing company pride. 
More than any other group of salesmen 
they have known how to tell the birds 
from the flowers. They had to learn to 
do it. 

“Those companies or salesmen who al- 
ways wish to have the latest gadget, 
who wish always to play to the moods of 
the moment, are much like those who 
constantly seek diversion and never wish 
to be reminded of the eternal verities in 
life. Without the kind of principals 
which always have been maintained by 
the Mutual Benefit, companies, as well 
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Money Opportunities 


(Continued from Page 3) 


you drive through the Fox River Valley. 
Paul Cook will tell you that the new 
money in that area to the northwest 
of Chicago has nearly ruined his fox 
hunting because as he clears a rise ex- 
pecting to tear down through a lightly 
wooded field he and his brother fox 
hunters discover instead of a sylvan glen 
a new factory with a parking lot of 500 


automobiles. Elgin is not alone. I can 
give you dozens of other examples 
throughout the United States.” 


Mr. Heitzeberg also pointed a finger 
to the enormous opportunities for sales 
which lie in the future as a result of 
the great ecomonic growth which this 
country has before it. The life insur- 
ance business has only scratched the 
surface, he asserted, in finding the great 
market that is present now and is de- 
veloping yearly. He urged the company’s 
sale force to prepare themselves indi- 
vidually to meet this market through 
personal development and by taking ad- 
vantage of the many opportunities for 
professional training that will lead to 
each salesman being a “thoroughly qual- 
ified life underwriter.” 





as salesmen, can sink in boredom and 
become prey to the huckster and pitch- 
man who take our time and money and 
give nothing in return. 

“You can’t be with this company many 
years without developing a love for your 
association and not an off-beat love at 
that. It is conceivable that the intuitions 
of a lover are not to be trusted but the 
intuitions of the loveless are to be 
trusted even less. So in common with 
all of those who have been with the Mu- 
tual Benefit a long while, I feel my af- 
fection is far more predictively reliable 
than all the reference books and divi- 
dend schedules which prophesy results 
unheard of in history. 

“In the main our present and < 
tive clients are far more interested i 
ideas than they are in ledger oi 
more interested in service as an objec- 
tive than price as a goal. I hope we will 
not urge anything or do anything which 
will change the statements in Best’s 
Reports—‘Throughout its entire exist- 
ence its management has sustained the 
highest ideals of business equity’ and 
‘The company is to be commended for 
equitable treatment displayed toward old 
members. What greater thing can life 
insurance produce? And what more can 
one want of life insurance? 

“Tf we can see the sense in Dr. Hueb- 
ner’s ‘Life Value’ concept—if we can 
remember Jim Drewry’s analysis of Life 
Insurance as Property—if we can point 
out that the needs of old age are sta- 
tistically even greater than the needs in 

case of death—if we know that life’s 
emergencies come far more often than 
either death or old age, we will not be 
lured into selling cheap and disappearing 
insurance which serves neither the 
larger purposes of the client, of our 
business or of our economy. 
(Continued on Page 7) 
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Visit Women in Armed Forces Abroad 


Margaret Divver, Chairman of Defense Advisory Committee 


on Women in Services, Flies to Paris August 28 


Margaret Divver, advertising manager, 
John Hancock, will leave Washington 
August 28 for a tour of installations in 
Europe where women of the U. S. Armed 
Forces are on duty. She is chairman of 
the Defense Advisory Committee on 
Women in the Services. In that capacity 
she will visit areas where the 2,600 





Boris. Boston 


MARGARET DIVVER 


American service women are on duty in 
Europe. These include WACS, WAVES, 
WAF, Women Marines, Army, Navy, 
Air Force nurses and medical specialists. 
The trip is to obtain first-hand knowl- 
edge of what jobs service women are 
doing and what provisions are made for 
their welfare. She will be accompanied 
by Lt. Col. Elizabeth Ray, U. S. Air 
Force, executive secretary "of the ad- 
visory committee. 

This defense advisory committee, com- 
posed of 50 civilian women, functions 
chiefly in interpreting to Dep: artment of 
Defense and the public the role of serv- 
ice women. Since the committee was 
formed in 1951 members have visited 
service women in the states, but this is 
the first time a committee member has 


(. C. Otto's Talk 


(Continued from Page 6) 





“IT am suggesting that we maintain a 
critical and understanding attitude in 
appraising what the Mutual Benefit is 
doing and what the industry is doing and 
realize that there can be devolution in 
the world as well as evolution. 

“We think everything is progress only 
because ‘whatever happens’ is, by defi- 
nition, progress. The fit survive because 
whatever survives is, by definition, fit. 
It is not too difficult to see that certain 
organisms which have disappeared or 
seem likely to disappear look more fit to 
survive than some of those which are 
inheriting the earth, Nor is it unreason- 
able to think that certain principles re- 
lating to growth of companies, types of 
insurance, the place of life insurance in 
the economy as outlined by Elizur 
Wright, Jacob Green and Amzi Dodd 
may be higher and have more meaning 
than some of the practices which seem 
to be more fit and having a certain mar- 
ket today. My personal feeling is that 
in their attitude toward new products, 
merchandising, volume per se our com- 
Pany has sought a position which might 
be called and has been called ‘The Gold- 
en Mean.’ It’s good to be with a com- 
Pany of that character over the long pull. 
The short pulls we can take in stride.” 


been asked to represent Department of 
Defense on a similar mission overseas. 


Her Itinerary 


Arriving in Paris August 29 Miss Div- 
ver will begin her tour with a visit to 
Supreme Headquarters Allied Powers 
Europe and Headquarters European 
Command. Her itinerary will take her to 


military units in and near London, Weis- 
baden, Heidelberg, Frankfurt and Ram- 
stein, Germany, and Naples. The tour 
will include visits to military hospitals 
where women nurses and medical spe- 
cialists are on duty. Also, she will visit 
military headquarters where W ACS, 
WAVES, WAF and Women Marines are 
stationed. 

Miss Divver will return September 21. 
She will then report her observations to 
W. H. Francis, Jr., Assistant Secretary 
of Defense in charge of Manpower, Per- 
sonnel and Reserve, and to the Defense 
Advisory Committee on Women in Serv- 
ices at its annual meeting in Washington 
October 14. A member of the committee 
since May, 1954, Miss Divver became 






chairman in 1956. 

Since 1948 Miss Divver has been ad- 
vertising manager of John Hancock and 
in 1949 was named one of the ten New 
England women of the year. In 1953 
she was named national advertising 
woman of the year by Advertising Fed- 
eration of America as well as Boston 
Business Woman of the Year by the 
Business and Professional Women’s 
Club. She has served on boards of Ad- 
vertising Club of Boston, Life Insurance 
Advertisers Association, Boston Cham- 
ber of Commerce, and, currently, is a 
member of Boston City Planning Board 
and of Advertising Federation of Amer- 
ica board. She has lectured at Radcliffe 
and other colleges. 
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"WE PAY AGENTS LIFETIME RENEWALS 


It’s As Simple 
As This... 


. . . $10 may not be enough. In event of total dis- 
ability, a man may need $12 or $17 or even $20 
of monthly income per $1,000 of life insurance to 
support his family. 


This is why Occidental’s broadened Income Dis- 
ability rider allows a man to provide as much as 
$20 monthly total disability income for each $1,000 
of life insurance up to a monthly total of $500. 


And he may not want to wait 6 months for this 
income to begin nor want it to end at age 65. So 
this rider contains only a four-month waiting 
period, coverage to age 60 and, on many plans, 
pays disability income for life during total dis- 
ability — reducing to half the original monthly 
amount at age 60. 


A plan as simple as the need. 


A Star in the West...” x* 
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Dinner for Bikoff Marks 
10th Aetna Anniversary 


ARTHUR H. BIKOFF 


Arthur H. Bikoff, general agent for 
Aetna Life with offices at 9 Rockefeller 
Plaza, New York, was the guest of honor 
at a testimonial dinner given by his 
associates recently at the Roslyn 
Club, Roslyn, L. I. The affair 
marked Mr. Bikoff’s tenth 


Aetna Life and was preceded by a 


agency 
Country 
anniversary 
with 
three-week sales campaign in recognition 
of the occasion. The campaign entitled 
“Bounty for Bikoff,” featured Mr. Bikoff 
as King Arthur, his agents as his knights, 
and concluded with over one million dol- 
lars of new life insurance being written 
during a three-week period. 

Theme of the testimonial dinner was 
“This Is Your Aetna Life, Arthur H. 
Bikoff.” Guest speakers recreated and 
relived Mr. Bikoff’s career from his first 
day with the Aetna Life until the pres- 
ent. Norman G. Levine, assistant general 
agent, was toastmaster, and introduced 
the following guest speakers: Gilbert V. 
Austin, CLU, general agent of Aetna’s 
Brooklyn agency, who originally re- 
cruited Mr. Bikoff as an agent; John K 
Luther, CLU, basic dir¢ r of training 
of Aetna Life, who was Mr. Bikoff’s first 
instructor at the home office school; 
Mark J Jacoby, his first client; Harold 
Fleischer, the first full time agent of the 


Bikoff agency, and Mrs. Bikoff. The 
guest of honor was presented with a 
series of gifts, including a “This Is Your 


Aetna Life” album which included letters 
trom many associates and friends in the 
life insurance business. 

Responding, Mr. Bikoff reported on 
the agency’s growth since its inception 
two and one-half years ago. He illus- 
trated with a report on this year’s busi- 
ness which showed that since January 1 
of this year, the agency has paid for 
$5,436,945 in volume and $86,775 in pre- 
miums, plus substantial Group and acci- 
dent and health premiums. The agency 
has risen to 32nd position among all 
agencies of the company from the 93rd 
place it held on February 1, 1955, when 
it was started from scratch. 


Equitable Unit Managers 

Seven new unit managers have been 
named by Equitable Society. Stephen 
Eisen will head a unit of an Equitable 
New York City agency managed by his 
father, Leo Eisen, Other appointees 
are: Maurice P. Evans, Pittsburgh (John 
D. Kennon Agency, Pittsburgh); Paul 
J. Fanning, Richmond, Calif. (Samuel 
W. Coombs, Oakland) ; George A. Helm- 
stadter, Chicago (Warren V. Woody, 
Chicago); Henry Y. Jones, Louisville 
(Elmore A. Vossmeyer, Louisville) ; 
Meyer Kamin, Chicago (Murray R. Ris- 
kin, Chicago), and Leland C. Nelson, 
Ottumwa, Iowa (Howard W. Mixson, 
Cedar Rapids). 





Midland Mutual Life’s 


Regional Conventions 

“YOU, UN-LTD., Manufacturer of 

Sales” is the theme for Midland Mutual 
Life’s first two regional conventions of 
1957. The meetings will be held at 
Gratiot Inn, Port Huron, Mich., August 
25-27, and at Bedford Springs Hotel, 
3edford, Pa., August 28-30. Speeches and 
panels during the business sessions will 
trace the sales process, from raw mate- 


rial to finished product. Participating 
will be members of the Midland Mutual 


field force along with home office 
executives. 
Guest speakers will be Joseph Lo 


Bosco at Gratiot Inn and Umberto Palo 
at Bedford Springs. Branch manager in 
Montreal for the Manufacturers Life, 
Mr. Lo Bosco has addressed many in- 
surance groups. Mr. Palo, who represents 
The Prudential in South River, N. J., 
paid for $2,500,000 of new insurance dur- 
ing his first year in the business. 


NAMED BY PRUDENTIAL 

R. Clair Wheeling thas been appointed 
head of The Prudential’s Penn-Alto 
district in Altoona to succeed Herman 
L. Greenberg who has retired after 
a 42-year Prudential association. 

A native Pennsylvanian, Mr. Wheel- 
ing managed a chain grocery before 
joining Prudential as an agent at New- 
castle in 1940. He was promoted later 
to staff manager, then to training consul- 
tant and in 1955 to manager of the com- 
pany’s Uniontown district. 








Selling is Problem Solving 


The best-paid salesmen in business and _ in- 
dustry today know their product well—many 
of them have engineering degrees. True, to be 
successful they must like people and understand 
what moves them to action. The men with the 
knowledge to help their customers and clients 
to solve their problems in their terms are the 
ones who go furthest income-wise. 

That’s why every life underwriter who hopes 
to make larger-than-average income will do 


The Connectient Niutnal 


LIFE INSURANCE COMPANY : HARTFORD 


well to seriously consider the studies leading to 
the designation of Chartered Life Underwriter. 
You can be successful without a C.L.U. desig- 
nation, but the odds are that you’ll be more 
successful with it because you’ll have knowledge 
which can help you do a better job for your 
clients. For information about the C.L.U. pro- 
gram, talk with your general agent or manager, 
or write to the American College of Life Under- 
writers, 3924 Walnut Street, Philadelphia 4, Pa. 
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Named Board Chairman 
Of New York City Assn. 





Blackstone Studios 
JULES NASSBERG 


Jules Nassberg, Berkshire Life, was 
recently elected as chairman of the board 
of directors of the Life Underwriters 
Association of the City of New York 
for the administrative year 1957-58, ac- 
cording to an announcement by Arthur 
L. Sullivan, Fidelity Mutual, president. 

Mr. Nassberg was born in New York, 
attended Dwight Preparatory School and 
received a scholarship in journalism at 
New York University. He served on the 
statt of several newspapers including the 
old New York Globe, New Rochelle 
Daily Star and the Associated Press. 
Later he became the press agent for 
Cohan and Harris who produced the 
comedies and musical shows of George 
M. Cohan. He did press agency work 
for many well known stars and is an 
accomplished musician, having played 
with many leading bands _ including 
Meyer Davis, Vincent Lopez, Paul 
Whiteman and Ben Bernie. He was 
also on the musical staff of the National 
Broadcasting Co. 

Mr. Nassberg entered the life insur- 
ance business in 1928 and is now a life 
and qualifying member of the MDRT. 


Bankers of Nebraska Names 
Four New General Agents 


Bankers Life of Nebraska announced 
the appointment of four new general 
agents. 

Keith T. Travis, formerly general 
agent for a midwestern company in 
Omaha, has been named general agent 
at Waterloo, Iowa. Mr. Travis, a na- 
tive lowan, has been in the insurance 
business since 1953. Prior to which he 
was in the coaching profession. He is 
graduate of Iowa State Teachers College. 

Maurice D. Taylor has been named 
general agent in a new agency at Boone, 
lowa. Mr. Taylor is a former general 
agent and division manager for a mid- 
western company. Mr. Taylor is a native 
of Iowa. 

Eugene D. Redman has accepted the 
appointment as general agent in a new 
agency in Dayton, Ohio. Mr. Redman 
was a field assistant in training and re- 
cruiting with a large eastern company 
and formerly was located in Aurora, III. 

e is a graduate of Western States 
Teachers College of Macomb, Ill. and 
Was a top all-around athlete at that 
institution. 

3en F. Day has accepted the appoint- 
ment as general agent in the Cleveland 
agency. Mr. Day, a graduate of the Uni- 
versity of Minnesota, goes to Cleveland 
from Milwaukee, where he was assistant 
general agent for a large eastern com- 
pany, 





New Settlement Option 
Arrangement Announced 


A new, more liberal settlement option 
arrangement for beneficiaries has been 
announced by Continental Assurance, 
Chicago. Beneficiaries may now leave the 
proceeds on deposit with the company 
under the interest option, subject to 
withdrawal and election of any other 
option in the policy, at any time. For- 
merly, the election of the life income 
option was limited to a period of two 


years following the death of the insured. 

If the life income option is elected 
more than two years following the death 
of the insured, the rates that will apply 
will be those in effect under policies 
then being issued on the date the first 
payment is made under the life income 
option. This modification applies only to 
the primary beneficiary. 

Continental believes this modification 
will prove extremely advantageous to all 
beneficiaries and particularly to those 
qualified to receive benefits as survivors 
of uniform services personnel and vet- 
erans. 


T. T. McClintock Advanced 


Theodore T. McClintock (who is a 
member of the individual insurance com- 
mittee, HIAA) has been named director 
of accident and sickness reinsurance for 
American United Life. A veteran insur- 
ance executive with actuarial, under- 
writing and administrative experience, 
Mr. McClintock graduated from the 
University of Iowa in 1927. In charge 
of A. & S. development since 1954, he 
has been manager of the policy depart 
ment of American United for two years 
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Phoenix Mutual Manager 
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ay FOR BUSINESS OR ESTATE PLANNING 


@ Reduced premium in first two years 


@ Nota “preferred risk” plan 
ECONOMIC PROTECTIVE LIFE — $10,000 Min. 


@) FOR THE LARGER BUYER 


@ Our lowest net cost Whole Life plan 


@ Special three-year rate reduction for women* 
MAJOR PROTECTIVE LIFE — $25,000 Min. 


&) FOR SPLIT DOLLAR OR BANK LOAN 


@ C.V. equals full reserve at end of first and 


subsequent years 
@ A Whole Life plan 


EXECUTIVE EQUITY PROTECTOR — $25,000 Min. 








FULL RETENTION TO $500,000 — WITHOUT REINSURANCE 
AGES 0-70, PLUS 


ISSUED TO 500% MORTALITY 








*May not be available in some states. 
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Prominent Speakers 
At NALU Convention 


HELD AT DETROIT SEPT. 16-20 
Company Presidents, Well Known In- 
dustry Figures Scheduled; Panels 
Will Be Feature 





A number of prominent guest speakers 
will feature the National Assn. of Life 
Underwriters’ convention at Detroit 
September 16 to 20. 

C. Canby Balderston, vice chairman 
of the Board of Governors of the Fed- 
eral Reserve System, will address the 
American College Hour on September 
18 it was announced by Julian’ S. 
Myrick, chairman of the American Col- 
lege of Life Underwriters. : 

George Romney, dynamic head of 
American Motors and president of Auto- 
mobile Manufacturers Assn., will be the 
featured speaker at the general session 
on September 19. C. Hamilton Moses, 
former chairman of Arkansas Power & 
Light Co. will speak at the general ses- 
sion on September 18. Martha W. 
Griffiths, outstanding Michigan congress- 
woman and member of the Banking and 
Currency Committee will address the 
September 19 luncheon sponsored by 
the NALU committee of women under- 
writers of — Thelma Davenport of 
Washington, D. C., is chairman. 

Holgar J. patiecding president of the 
Institute of Life Insurance; William J. 
Hamrick, agency vice president of Gulf 
Life; and Ralph G. Engelsman of New 
York, will conduct a seal on present 
trends. Robert W. Osler, vice president 
of Re — No ites Co. will be moderator. 

Deane Davis, president of National 
Life of gta Dy will address the 
Women’s Quarter Million Dollar Round 
Table. 

Big New York Life Delegation 


The biggest company delegation at the 
convention will be, according to advance 
reservations, from New York Life with 
more than 66 field agents and home 
office personnel. President Clarence 
Myers and Executive Vice President 
Dudley Dowell will head the New York 
Life team. Mr. Dowell will be a panelist 
on the Agents Forum, which has become 
a main event of NALU conventions. It 
will be Tuesday evening, September 17. 

Ruth Pilzer, New York Life agent 
from Columbus, Ohio, will act as moder- 
ator for the Sellarama panel of the 
Women’s Quarter Million Dollar Round 
Table on Sunday afternoon, September 
15. Also featured on the Sellarama 
will be Mary Cassedy, New York Life 
agent from Kalispell, Montana. 

Repeating events that were acclaimed 
widely when inaugurated last year, the 
forthcoming Detroit Convention of the 
National Association of Life Under- 
writers will feature a reception and tea 
for early arrivals Sunday afternoon and 
a Continental Breakfast Monday to kick 
off the convention. 

The Detroit Association of Life Un- 
derwriters will be host to the reception- 
tea, to which all conventioneers are in- 
vited. Advance registrations indicate an 
unusually large number will arrive Sun- 
day, pointing to a big attendance for 
this event and for the Continental 
Breakfast. 

The breakfast, costing $1, 
principally for first-time convention at- 
tendees. Spe: ikers will explain what 
their privileges are—such as that all 
committee meetings are open to every 
conventioneer regardless of whether he 
is an official delegate—and will tell what 
events are of prime interest to spe- 
cialized segments. This event also will 
give the first-timers an opportunity to 
meet the Association’s officers, trustees 
and other NALU wheelhorses. 


is designed 


NEW AGENCY IN COLUMBUS 

Lutheran Brotherhood, a fraternal] life 
insurance society, has established an 
agency in Columbus with Donald M 
Longnaker as general agent. Associated 
with Mr. Longnaker will be C. L. Nolte 
and Robert E. Hulse. 


Eastern Life Announces 
“Executive Preferred” 


LIFE PAID UP AT AGE _ 90 
Provides Insurance With Level Premium 
for 15 Years; Thereafter 10% Re- 
duction in Premium 


Eastern Life of New York has an- 
nounced to its field representatives its 
latest policy, “Executive Preferred—Life 
Paid Up at Age 90,” approved for issue 
in New York State. This policy provides 
insurance with a level premium for 15 
years; thereafter there is a 10% reduc- 
tion in premium. 

Murray April, director of agencies, 
points out in his letter to Eastern Life’s 
producers that cash value under the 
“Executive Preferred” policy, commenc- 
ing with the first year, is the full re- 
serve—no surrender charge—and it is 
approximately 80% of the premium at 
most ages. The cash values thereafter 
are likewise high, he says. 

Producers were also advised that a 
supplement iry contract may be issued 
with the basic insurance. Containing 
high cash values, this supplementary 
contract increases from $100 the first 
year to $2,000 the 20th year. It is noted 
that a sufficient amount of supplemen- 
tary insurance may be purchased to 
equalize the cash value of the basic 
policy. 

\t age 35 the annual premium for 
$100,000 of basic insurance under the 
“Executive Preferred” policy would cost 
$2,263 for the first 15 years and there- 
after would cost $2,037 yearly. The sup- 
plementary contract at age 35 for addi- 
tional 20 year increasing term insurance 
would be in the amount of $1,925 initi- 
ally and $38,500 ultimately. 

If the waiver of premium is applied 
for with the basic policy the supple- 
mentary contract must also include the 
ie “one or premium provision. 

Producers will be paid 25% first year 
commission on the “Executive Pre- 
ferred” plus 10% renewal commissions 
for nine years, a total of 115% of the 
annual premium, 


W. H. Smith Heads Berkshire 


District for Prudential 


Appointment of William H, Smith as 
head of The Prudential’s Berkshire dis- 
trict, Wyomissing, Pa., was announced 
by Paul B. Palmer, company vice pres- 
ident. Mr. Smith succeeds Ralph O. 
Miller, who has retired after a 34-year 
P rudential association. 

Mr. Smith joined the company’s home 
office staff at Newark in 1935, following 
his graduation from Lebanon Valley Col- 
lege. Subsequently, he became regional 
supervisor in Philadelphia and_ since 
1953, has held a similar post at Reading. 

The organization he will head serves 
some 59,000 policyholders and has insur- 
ance in force aggregating $78,000,000. It 
has 51 sales representatives, including 6 
sales supervisors, and has a branch office 
at Hamburg. 





Recruiting Record 
_ Recruiting activity in the United 
States and Canada made another record 
in the first quarter of 1957 among the 75 
companies contributing to the quarterly 
survey conducted by the Life Insurance 
Agency Management Association. 





Transamerica Must Sell 


Occidental Life Stock 


Washington— The Federal Reserve 
Board has ordered the Transamerica 
Corp., a bank holding company, to dis- 


pose of its voting stock in the Occidental 
Life of California. Transamerica has had 
control of Occidental Life for 20 years. 
The Board decided that “only an insig- 
nificant part of Occidental’s business has 
a direct relationship to the business of 
Transamerica subsidiary banks.” 


Why let LIFE get away from you? 
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It doesn’t have to.. 


i 





. when you can give your clients complete 


insurance service, including Life. 

How? By using your Life Department. It’s ready to give you, 
the general insurance man, all the advice, specialized service, 
sales and promotion assistance you will need to sell life insur- 


ance profitably. 


Why not call our local office today for complete informa- 
tion? Or write Connecticut General Life Insurance Company, 


Hartford, 15. 
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ALC Program 


(Continued from Page 1) 


complete. The general 


substantially 
the week-long meeting is 


schedule of 
as follows: 

October 7— Legal Section, afternoon; 
October 8—Legal Section, all day; Agen- 
cy Section, all day; October 9—General 
Session, morning; Combination Compa- 
nies Section, luncheon meeting; Execu- 
tive Session, afternoon 5 October 10— 
General Session, all day; October 11— 
Financial Section, all day. 

Special social features of the 1957 
meeting will include the annual dinner- 
dance to be held on Thursday evening 
in the Ballroom of the Edgewater Beach 
Hotel. The traditional state vice presi- 
dents dinner will be held on Tuesday 
evening. In addition, on Monday evening 
the Convention will hold a dinner for the 
past presidents and their ladies, to hanor 
this group of distinguished individuals 
to whom the ALC owes so much. 

A program has been devised for the 
ladies which centers on the daily break- 
fast hour gathering. One of the features 
of the program will be a visit to the 
B’hai Temple, a wonder of modern 
architecture and of a modern faith. 

Section Chairmen 

The respective section chairmen will 
preside over the separate section meet- 
ings. 

Chairman of the Legal Section is 
James P. Swift, vice president and gen- 
eral counsel, Southwestern Life. Wil- 
liam P. Lynch, second vice president, 
Prudential, is chairman of the Combina- 
tion Companies Section. Grant L. Hill, 
vice president and director of agencies, 
Northwestern Mutual, is chairman of 
the Agency Section. Walter S. Henrion, 
vice president and treasurer, Woodmen 
Accident and Life, is chairman of the 
Financial Section. 

In addition to President Lloyd, the 
program committee consists of O. Kelley 
Anderson, president, New England Life; 
NE. Bixby, president, Kansas City 
Life; Joseph. M. Bryan, chairman, Pilot 
Life and senior vice president, Jefferson 
Standard Life; E. W. Craig, chairman 
of the board, National Life and Acci- 
dent; Frederic W. Ecker, president, 
Metropolitan Life; Edmund ce a 9g 
president, Northwestern Mutual; G. 


Texas Production Record 

Dallas—Approximately 60% of the 
$20,295,111,235 of legal reserve life insur- 
ance in force in Texas at the end of 
1956 was in out-of-state companies, ac- 
cording to a tabulation of data included 
in the 1957 edition of “The Texas Life 
Record,” annual statistical book pub- 
lished by The Insurance Record, Dallas. 

Concurrently it was established that 
producers for Texas companies topped 
their out-of-state competitors by less 
than $5 million in sales of Ordinary in- 
surance, writing $1,728,255,943 out of a 
grand total of $3,451,917,650. 

The figures were obtained from re- 
ports of 443 legal reserve carriers, with 
297 of them being domiciled in Texas. 
Some of the totals follow: 

Insurance in force—Ordinary, $12,537,- 
514,371; Group, $5,955,056,339, and indus- 
trial, $1 802,540,525, for a grand total 
of $20,295,111,235. Of these total Texas 
companies reported Ordinary of $6,229,- 
517,536, Group of $1,110,673,439 and In- 
dustrial of $936,802,185, for a total of 
$8,276,993,160, as compared with $12,018,- 
118,075 for out-of-state companies. More 
than $3.7 billion of the difference was 
accounted for by Group alone. 

In the production of new business of 
all types, agents of Texas companies 
ended the year with a total of $2,666,- 
143,816 as compared with $2,937,357,324 
for representatives of out-of-state com- 
panies, with the latter leading in new 
Group and Industrial. 





Holmes, president, Manufacturers Life; 

F. Lee, president, Peninsular Life; 
R. B. Richardson, president and chair- 
man, Western Life; and Frazar B. 
Wilde, president, Connecticut General 
Life. 

Details of both the section programs 
and the general sessions will be an- 
nounced in the near future. The 52nd 
annual meeting will be the 22nd to be 
held at the Edgewater Beach Hotel. 
Over 1,200 executives of member com- 
panies, ladies and guests are expected 
for the 1957 meeting. 

American Life Convention now has 
257 member companies located in 44 
states, three Provinces of Canada and 
the District of Columbia. 


See 
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Elect H. R. Silverman 
To Eastern Life’s Board 


Fabian Bachrach 


HERBERT R. SILVERMAN 


Herbert R. Silverman, executive vice 
president and a director of James Tal- 
cott, Inc., one of the nation’s oldest and 
largest commercial financing organiza- 
tions, has been elected to the board of 
directors of Eastern Life of New York 

Mr. Silverman, who heads Talcott’s 
commercial finance division, is chairman 
of the board of the National Commercial 
Finance Conference, Inc., the national 
trade association for commercial finance 
companies and factors in the United 
States. He was also the group’s president 
for five years. 

A pioneer in the industry’s trade asso- 
ciation movement, Mr. Silverman or- 
ganized, and served as the first president 
of the Association of Commercial Fi- 
nance Companies of New York, Inc., in 
1934. Later he organized, and served as 
president of Centaur Credit Corp. which, 
in 1944, was merged with James Tal- 
cott, Inc. 

A graduate of St. Lawrence University 
and New York University, he is a mem- 
ber of the New York Bar. For a number 
of years he was an instructor in law 
and finance at New York University, 
and last year was awarded a medallion 
for meritorious service to the university. 


General American Life 
Report on Sales Campaign 


Final written reports of General 
American Life’s All-Star Baseball Sales 
Campaign show that it est< iblished a new 
submitted record over any previous one- 
month campaign conducted by the com- 
pany. 

Total equivalent volume recorded for 
the contest was $30,011,218. Ordinary 
life reported was $21, 310,438; ie was 
$7,850,153; and A. & S. was '$850,62 

Final figures on individual en 
showed Elmer Rosenthal, St. Louis, led 
all other individual port: _of written 
life volume with $355,500. L. Lohman, 
Davenport, Ia., was second a $310,000. 
Joseph S. Graves, St. Louis, was third 
with $295,418. 

Leader for A. &S. equivalent volume 
according to final reports, was J. 
Kiernan, Sr., Kansas City, with $19,307. 
Clay W. Gibson, Memphis, was second 
with $17,611; and H. E. Buhr, St. Louis, 
was third with $17,388. 

Final figures for Group equivalent vol- 
ume in the campaign showed Frank 
Wohlrab, East St. Louis, in first place 
with $650,000; S. L. Moore, Miami, was 
second with $322,610; H. J. Pells, ‘Den- 
ver, was third with $210,730. 








Central Life Assur. Names 


Two Assistant Actuaries 


John Coons and Lewis Workman have 
been elected assistant actuaries of Cen- 
tral Life Assurance, Des Moines, W. F. 
Poorman, president, announced. 

Mr. Coons specializes in supervising 
programming and office routines to be 
performed on an electronic data process- 
ing machine. He attended Iowa State 
College and graduated from Drake Uni- 
versity in 1959. 

Mr. Workman, a 1951 graduate of 








Drake University, is in charge of actu- 
arial computations, including calculating 
policy values, policy rates, premium rates 
and dividend schedules. 

Both men majored in actuarial science 
in college and both recently completed 
the last of eight examinations to become 
Fellows of the Society of Actuaries. 

Mr. Poorman reported that new busi- 
ness paid for during the first six months 
of this year amounted to $30,539,000. 
Insurance in force in Central Life 
reached $480,194,000 on June 30. 


Republic National Expands 


Republic National Life, Dallas, has re- 
ceived its license to do business in three 
additional states. These are North Caro- 
lina, Nevada and Oregon. 

As a result the company is now oper- 
ating in 34 states and the Territory of 
Hawaii. The company is also planning 
further expansion in the interest of its 
re-organized and rapidly growing agency, 
general agency and brokerage depart- 
ments. : 








Your business is to help people chart their 


family’s future success. 


But while you’re 


doing that, don’t overlook doing a better job 


of charting your own future success. One 


way to create bigger career opportunities 


for yourself is to broaden your professional 


knowledge through study leading to the 


degree of Chartered Life Underwriter. CLU 


enrollment opens soon. It deserves your 


thoughtful consideration now. 


NORTHWESTERN NATIONAL LIFE 


OF MINNEAPOLIS 


Life rasnanse fpr Ceeg! 
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Regional Agencies Director 
For National Life of Vt. 


ALLISON 


R. WAYNE 
R. Wayne Allison, CLU, ot Milwaukee, 
appointed regional] director of 
agencies of National Life of Vermont, 
September 1. He 


has been 


succeeds 


Mount 


effective 
Elmer C. 
Vernon, Ia., who died recently. 

Mr. Allison, 
Life’s Wisconsin general agent with 
headquarters in Milwaukee since 1945, 
will be in charge of the company’s 17 
general agencies in 11 middle western 
states and in Alabama. His headquarters 
will be located in Milwaukee. 

A 25-year veteran in the insurance 
business, Mr. Allison was general agent 
in Chicago for Monarch Life, Spring- 
field, Mass., for eight years before join- 
ing National Life. Earlier he was in the 
general insurance business in Glen Ellyn, 
Ill., for five years. 

Mr. Allison, who received the CLU 
designation in 1946, is a past president 
of the Milwaukee CLU Chapter and a 
former director of the Milwaukee Life 
Underwriters Association. Other mem- 
berships in Milwaukee include the Mil- 
waukee Life Trust Council, University 
Club and Plymouth Congregation: 
Church. He is currently a member a 
the executive committee of National 
Life’s General Agents Association, 

In the dozen years Mr. Allison has 
headed the Milw: aukee agency, life in- 
surance in force in the agency has 
climbed 500% to $34,000,000 and annual 
sales now exceed $5,000,000. He has a 
staff of 14 full-time life underwriters. 

A native of Nebo, Ill, Mr. Allison 
was graduated from the ‘University of 
Illinois, receiving his degree in Eco- 
nomics from the College of Commerce. 

The 107-year-old National Life does 
business in 48 states and the District of 
Columbia. It has assets of $661,000,000 
and insurance in force of nearly two 
billion dollars. : 


Bergmann, CLU, of 


National 


who has _ been 


HART NAMED AT DES MOINES 

Byron L. Hart of Des Moines has been 
named general agent for the Postal Life 
and Casualty of Kansas City. Mr. Hart 
has been in the insurance business in 
Des Moines for 27 years and is Iowa 


president of the International Associa- 
tion of Accident and Health Under 
writers. 





HAIGHT, DAVIS & HAIGHT, Inc. 


INDIANAPOLIS OMAHA 


Consulting Actuaries 











R. J. Lawthers Speaker at 
David Marks Agency, N. Y. 


Robert J. Lawthers, director of bene- 
fits and pensions in the New England 
Life’s home office, gave a three hour 
discussion on business insurance at a 
recent meeting in the David Marks 
Agency of the company in midtown New 
York. Mr. Lawthers devoted his time 
and attention to the problem created 
by the Prunier and similar decisions. 

This educational meeting was attended 
by about 45 full time producers of the 
Marks Agency and was followed by 
luncheon. 

General Agent Marks announced at 
the luncheon that the agency’s Ordi- 
nary paid-for business in July of $5,100,- 
000 (with practically no pension busi- 
ness) was the largest month in the his- 
tory of the agency. Up to August 1 the 
agencv has paid for $20,200,000 in Ordi- 
nary life insurance. 


Jelks H. Cabaniss Dies 


Jelks H, Cabaniss. general counsel and 
a member of the board of directors of 
Be thy Life since 1917, died recent- 

y aboard a train in North Dakota, while 
enroute to Canada. A member of the 
law firm of Cabaniss and Johnston, Mr. 
Cabaniss was preminent in many civic 
activities in Birmingham. In 1940 he 


served as chairman of the legal Section 
of the American Life Convention. 
Mr. Cabaniss was born in Union 


rsd Ala., and was graduated from 
the University of Alabama in 1907 and 
from the Law School in 1908. He was 
elected to Phi Beta Kappa, national 
honor society. 

He has practiced law in Birmingham 
continuously since 1908 except for serv- 
ice in World War I as a major in the 
Infantry in France. 

Mr. Cabaniss e survived by his wife, 
Mrs. Talia Mae Cabaniss; a daughter, 
Mrs. H. C. Daniel, Alexandria, Maa 
son, Major Jelks H. Cabaniss, Jr., United 


States Army, Washington, D.C.; a 
brother, William J. Cabaniss, Birming- 
ham, Ala.; and three grandchildren, 


Elizabeth Daniel, Jelks H. Cabaniss, III 
and Nellie Nabers Cabaniss. 


Honor E. A. Krueger 


A. Krueger, CLU, conserva- 
tion supervisor, State Life ‘of. Indian- 
apolis, was honored with the award 
of an engraved wall plaque in recogni- 
tion of 25 years’ service as_ publicity 
chairman of Indianapolis CLU Chapter. 
\ward was made on behalf of the chap- 
ter membership by James E. Bettis, im- 
mediate past-president, and _ general 
agent, Berkshire Life, at a luncheon 
meeting of the chapter. 

Among those who offered messages of 
congratulation were Fitzhugh Traylor, 
currently president of the American So- 
ciety of CLU, and a member of Indian- 
apolis Chapter, and Richard H. Elgle- 
hart, chapter president, both of the 
Equitable Life Assurance Society. 


Edward 
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“Let’s 


MANHATTAN LIFE 


talk about tough cases” 


60 East 42nd Street 
New York 17, N. Y. 


MUrray Hill 2-3964 








Manhattan Appoints Kenyon 
Ass’t Supt. of Agencies 





KENYON 


LESTER J: 


Appointment of Lester J. Kenyon as 
assistant superintendent of agencies has 
been announced by the home office of 
The Manhattan Life. Mr. Kenyon joined 
the company in April this year, serving 
as a member of the staff of the agency 
department, 

He has a broad background of experi- 
ence in life insurance, starting in 1948 
with Solomon Huber here New 
York general agent of Mutual Benefit 
Life. Later Mr. Kenyon joined Metro- 
politan Life as field representative in 
Brooklyn, and then was with John E. 
Kenny Associates, Massachusetts Mutual 
general agent in New York. 

For the past two years, he has served 
as an instructor for the Life Under- 
writers Training Council. 

In his new position with Manhattan 
Life, Mr. Kenyon will work under the 
direction of Frederick W. Lohm, director 
of agencies. 


Guernsey Chairman, Niehaus 


President of Gulf Life 


S. Kendrick Guernsey was advanced to 
chairman and M. S. Niehaus was elected 
president of Gulf Life of Jacksonville, 
Fla., at the board meeting on August 20. 











PROTECTION. 


talization, (Individual or Family). 


MORGAN O. DOOLITTLE, 
President 





Are You Looking for a General Agency? 


If your present company cannot offer you one, investigate 
EMPIRE. We have the latest and best in modern, streamlined 


LIFE — Quantity Discount, Mortgage Coverage, Family Income, 
Juvenile and Retirement Income. 


GUARANTEED RENEWABLE — Accident & Sickness, 


GROUP — Life, Hospital, A. & S. 


We welcome your inquiries 


EMPIRE STATE MUTUAL LIFE INSURANCE CO. 


Jamestown, N. Y. 


Hospi- 


DOUGLAS S. FELT 
Agency Vice Pres. 





C. T. Lamkin General Agent 
For Kansas City Life 


Charles T. Lamkin has been named 
general agent for Kansas City Life. 
His territory will comprise 36 counties 
in Central Indiana and his offices have 


-been established in Indianapolis. 


After serving with the Navy for two 
years during World War II, in the Pa- 
cific Theatre, Mr. Lamkin, in 1946, be- 
came affiliated with the Federal Bureau 
of Investigation at Washington, D. C. 
During the eight months he served 
with the F.B.I. as a clerk, he attended 
night sessions at the Strayer School of 
3usiness. He transferred to the Indian- 
apolis office and was promoted to chief 
clerk. 

In 1954 he entered the life insurance 
business and in_his first year paid for 
approximately $700,000 of business with 
premiums of approximately $15,000. 
After a year and a half in personal pro- 
duction, he was promoted to super- 
visor in charge of recruiting and train- 
ing in several counties in central In- 
diana. 


Kriney, Shaak Advanced 
By Equitable Society 


Francis W. Kriney has been made 
chief appraiser in the residential mort- 
gage department of Equitable Life As- 
surance Society and J. Franklin Shaak 
has been appointed assistant chief ap- 
praiser. 

Mr. Kriney joined the Society’s home 
officeereal estate department in 1935. He 
was named assistant chief appraiser in 
1954. Prior to that he was New Jersey 
mortgage loan supervisor, and_ before 
that, he was in charge of the Clinton 
Hill Housing Project in Brooklyn. 

Mr. Shaak, who has been assistant to 
the chief appraiser during the last year, 
went with Equitable as New Jersey resi- 
dential mortgage loan supervisor in 1953. 
Before that he had been an appraiser 
with the Home Title Guaranty Co. in 
New York. 

Both men are veterans, having served 
in the Navy as lieutenants during World 
War II. 


Isidor Siegel Dies 

Isidor Siegel, who was with the Met- 
ropolitan Life for 47 years before his 
retirement in 1947 as manager of the 
Knickerbocker branch office in New 
York, died recently in University Hos- 
pital. He was 76 years old. 

Mr. Siegel was honored by the com- 
pany with several awards for outstand- 
ing service. He was for many years 
chairman of the Jewish Appeal and be- 
longed to the Albert Einstein Lodge of 
B’ai B’rith and the Ceredatha Lodge of 
the Masons. 

Surviving are his widow, Josephine; 
a daughter, Mrs. Elinor Jay; two broth- 
ers, a sister and two grandsons. 


ENDORSED FOR NALU TRUSTEE 
The Ohio Association of Life Under- 
writers has endorsed Jack Stewart, 
Cleveland, Phoenix Mutual, for trustee 
of the National Association of Life Un- 
derwriters. The national convention will 
be held in Detroit September 15 - 20. 
Gilbert C. Templeton of Toledo is prest- 
dent of the Ohio association. 








Woodward, Ryan, 
Sharp & Davis 


Consulting Actuaries 


55 BROADWAY, NEW YORK 6 
Telephone HAnover 2-5840 
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Monarch Life Gathering ‘To Honor 


Ray C. Swanson’s 25 Valuable Years 





Left to right: Leonard B. Clark of Kansas City; J. Allan Hunter, of Springfield; 
Mr. Swanson; Hugh O. Chitwood of Des Moines; Ralph K. Lindop of New York 
City and John D. McLaren of New Haven. 


Raymond C. Swanson, agency vice 
president and a director of Monarch 
Life, was feted by several of his long- 
time business associates and friends at 
a party given August 13 at Rovelli’s 
Restaurant, Springfield, in honor of his 
25th anniversary as a Monarch man. 

Paying tribute to the head of Mon- 
arch’s agency department and field oper- 
ations, President Frank S. Vanderbrouk 
said: “We are very proud to have Ray 
as our agency vice president and equally 
proud to have him with us at the home 
office... . We all like him very much.” 

Mr. Vanderbrouk also noted that 
those present at the party, including 
veteran Board Chairman Clyde W. 
Young and 27 others, represented 575 
years of service with Monarch. 

Monarch’s field force (in 35 states and 
C.) was represented at the festivities 
by five general agents—J. Allan Hunter 
of Springfield, Ralph K. Lindop of New 
York City, John D. McLaren of New 
Haven, Leonard B. Clark of Kansas City 
and Hugh O. Chitwood of Des Moines. 

Acting for the company, Mr. Vander- 
brouk presented the guest of honor with 
a 25-year pin, an engraved gold watch 
and a 400-day clock. Acting for the gen- 
eral agents, Mr. Lindop presented him 
with a Consistory ring of the Masonic 
Order containing a 1% carat, gem-per- 
fect diamond. Mr. Lindop is chairman of 
the General Agents’ Advisory Commit- 
tee. 

General Agent in Six States 


Mr. Swanson became associated with 
Monarch on August 13, 1932, after grad- 
uating from Doane College, Crete, Neb. 
Since that time he has held many impor- 
tant posts with the Monarch, 

From 1933 until 1941, he was general 
agent in Nebraska, South Dakota, Kan- 
sas, Western Iowa and Northwestern 
Missouri. He then became Monarch’s 
West Coast supervisor and, in 1943, gen- 
eral agent in San Francisco. In these 
Positions, he recruited and trained a 
large number of field underwriters, 11 
of whom now occupy managerial posts 
with Monarch. 

As agency vice president, since 1953, 
Mr. Swanson has been instrumental in 
the institution of a new management 
training program and the enlargement 
and revision of Monarch’s extensive 
fie'd underwriter training program. 

Monarch’s field force has increased 
over 40% under his leadership, and in 
the past four years the company has 
made substantial gains in both 
insurance and life insurance in force. 

Mr. Swanson was elected to the com- 
Pany’s board of directors in 1955. 


Reminiscences 
Reminiscing at his anniversary party, 





Mr. Swanson recalled that on his first 
day with the company his general agent 
told him, “If you learn the sales track 
you can sell insurance.” From 11 a.m. 
to 3 p.m., he memorized the track and 
between 3 p.m. and 6 p.m. he sold four 
policies. He said this experience and all 
his subsequent field experience has 
proved that if a man will learn the sales 
track and make the calls he’ll also make 
the sales. 

He said he got his greatest satisfaction 
on his job as vice president from the 
confidence with which he has been re- 
ceived at the Home Office by both 
home office and fie!d personnel, and he 
feels that his value to the company de- 
pends upon his remembering that he was 
a field underwriter and a general agent 
and what they go through to make 
Monarch a great company. 


Security-Connecticut’s 
Booklet on Fat in Diet 


Security-Connecticut Life of New 
Haven is distributing to physicians a 
booklet, “Fat Content of Commonly 
Used Foods,” which in addition serves 
as a handy calorie-counter as a service 
to the public and convenience to medical 
profession, 

The booklet is most timely because of 
the emphasis of dietary fat in develop- 
ing atherosclerosis. Perhaps better known 
to the layman as “hardening of the 
arteries” or coronary heart disease, 
atherosclerosis is becoming a field of 
major medical concern because of its 
currently accelerating incidence. But 
little has been published previously to 
clarify the role played by everyday fat- 
intake in increasing frequency. 


Western & Southern Buys 
Imperial Life of N. C. 


The Western & Southern Life of 
Cincinnati has acquired more than 90% 
of the stock of Imperial Life of Ashe- 
ville, N. C. William C. Safford, president 
of Western & Southern, said that Im- 
perial Life would be operated as a divi- 
sion of the Cincinnati company, continu- 
ing its Asheville organization of about 
100 home office employes and 500 field 
representatives. Imperial has approxi- 
mately $34 million assets and $180 million 
life insurance in force. 

Western & Southern acquired the Life 
Insurance Co. of Missouri early this year. 
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Special Ground Floor 
Opportunities Available 


to GENERAL AGENTS... 
LIFE > ACCIDENT & SICKNESS 
a) HOSPITALIZATION * GROUP 


MORE COMPETITIVE . . .L.I.C.A. offers a complete portfolio—policies 


filled with unusual selling features . . . loaded with advantages you can 


get your teeth into — and really S-E-L-L! 


MORE MERCHANDISING . . .We offer a hard-hitting, sales produc- 


ing program, from “mail to sale”. Everything furnished to you without charge. 


MORE ADVERTISING ... We help you develop sales potential 


through local advertising, direct mail, quality-lead programs. 


MORE MONEY FOR YOU ... . This is truly a “ground floor” situ- 
ation. L.I.C.A.’s vigorous building program spells O-P-P-O-R-T-U-N-I-T-Y 
for you! 


INVESTIGATE AT ONCE! 


WRITE, WIRE OR PHONE COLLECT 
Paul Reichart, Vice President in Charge of Sales 


life Insurance Company of America 


Wilmi 99, Del * Tel Olympia 4-2474 


LIFE - d S » GROUP - HOSPITALIZATION 











Named Group Representatives by Bankers of lowa 





REX D. WALKER 4. DALTON CASH 
y “f ° Af. actn ’ “- Nir 
Rex D. Walker and A. Dalton Cash owner of Cash Manutacturing Co. Mt 
have been named Group representatives Cash graduated from Southern Meth 
for Bankers Life of Des Moines. odist University where he majored in 


Mr. Walker serves in the Atlanta general business 
Group office and is associated with A Navy veteran, he served on active 
Frank M Smith, regional Group man- duty for three years. 
ager. Mr. Cash is a member of the Dallas Peeks 
Group office and is associated with — 
P. Gilbert, regional Group manager, an 
Richard A. Lau, Group representative. Big Gain by Bankers, Neb. : 
Prior to joining Bankers Life, Mr Bankers Life of Nebraska reports its 
Walker was a Group representative with seventh consecutive reco rd month un 
another life company. He attended the 1957, July figures showing an inc rease 
University of South Carolina where he of 52% over July, 1956, bringing the 
majored in business administration and year-to-date lite figures to an —_o 
psychology. or more than 31% over the correspond- 


Mr. Walker is a Marine Corps veteran. ing period in 1956. ‘ : 
Prior to joining Bankers Life, Mr. Accident and sickness sales have in- 
Cash was associated with another insur- creased by 3% over the corresponding 


seven month period of 1956. 


ance’ company and before that was 
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Dotterweich Gets Post 
With American College 





George Van Photos 


DOTTERWEICH, JR. 


W. W. 


insurance 
senior economist for The 
director of edu- 


Dotterweich, Jr., 


Walter W. 
educator and 
Prudential, will become 
publications for 
College of Life Underwriters on Sep- 
tember 16, it is announced by the Dean’s 
office of the College. Mr. Dotterweich 
will assume the position to be vacated 
by Dr. Jack C. Keir who on September 
educational 


cational the American 


1 will become director of 
services for the American College. 

Mr. Dotterweich is a former Fellow 
of the S. S. Huebner Foundation for 
Insurance Education, and received his 
M.A. degree in economics at the Univer- 
sity of Pennsylvania in 1952. He has 
been a member of the board of graders 
for the American College for several 
years. 

After serving as a part-time instructor 
in insurance at the University of Penn- 
sylvania, Mr. Dotterweich became an 
assistant professor of insurance at But- 
ler University. He has done Sales train- 
ing and mz inagement consulting in acci- 
dent and sickness insurance, 

Mr. Dotterweich has completed all the 
examinations for the CLU and CPCU 
designations, and is currently engaged in 
research for his doctoral dissertation on 
hospital, medical and surgical coverages 
for the aged. He is a member of the 
\merican Economic Association and the 
\merican Association of University 
Teachers of Insurance. j 
_ As director of educational publications 
tor the American College, Mr. Dotter- 
veich will assume reponsibility for the 
»'anning, preparation, and publication of 
books, booklets, study guides, and other 
materials used in CLU and Management 
Education Proprants. 





Claim Manager at t Omaha 

Appointment of 
claim manager 
fice of The 
nounced. Mr 
Ralph A 
extended sick leave 
physician 

Mr. Anderson joined The Travelers in 
1927 as an adjuster at Omaha. Two years 
later, he was appointed resident ad 
iuster there, with headquarters at Grand 
Island and Lincoln. In 1943, he was 
named supervising adjuster and assistant 
claim manager at Omaha in 1954. He 
received his B.S. degree from the State 
University of Iowa. 

Mr. Horton became associated with 
[he Travelers in 1925 at Omaha and was 
appointed supervising adjuster in 1928. 
He was named claim manager in 1949. 


Jesse C. Anderson as 


at the Omaha branch of- 


Travelers has been an- 


Anderson will replace 


Horton who has been granted 


on the advice of his 





Kean’s SS Amendments 
Unsound, Says Adams 


COMMENTS BY NALU’S VICE PRES. 


Chairman of Social Security Committee 
Decries Base Tax Rise and 
Benefits Increase 





Washington — Social Security amend- 
ments recently proposed by Rep. Robert 
W. Kean (R., N. J.) “apparently have 
been advanced with little or no regard 
for the soundness of the Federal Gov- 
ernment’s number one welfare program 
and, therefore, are not in the best public 
interest.” This statement criticizing a 
bill (H R. 8883) introduced by Rep. Kean 
on July 24 was made by Albert is, 
Adams of Philadelphia, vice president 
of NALU and chairman of its Social 
Security committee, through NALU 
headquarters. Mr. Adams said: 

“Congressman Kean is reported to 
have said that his bill simply provides 
‘justifiable minimum revisions’ of the 
Old Age, Survivors and Disability In- 
surance program which will stand up 
against the anticipated election year 
pressure for far-reaching amendments 
in 1958. We cannot forget that Mr. Kean, 
who is generally regarded as one of the 
leading Social Security experts in Con- 
gress, was prominent among those who 
raised rather serious questions as to the 
economic wisdom of certain of the 1956 
Social Security amendments. We think 
it extremely regrettable that he appar- 
ently has now bowed to the philosophy 
of less able men who would sacrifice the 
soundness of the OASDI program to its 
vote-getting appeal. In our opinion, Mr. 
Kean would have best served the inter- 
ests of the nation’s workers if, instead 
of proposing the series of patchwork 
amendments contained in his bill, he had 
called for an objective cost study of the 
OASDI program as it exists now. That 
such a study is badly needed and long- 
overdue has been evident for some time 
and was further borne out just recently 
by the Department of Health, Education 
and Welfare’s admission that contrary 
to its previous predictions, the program’s 
outgo this year will exceed its income 
from Social Security taxes.” 


Provisions of Kean Bill 


Summarizing the principal provisions 
of the Kean bill, Mr. Adams noted that 
it would (1) revise the Social Security 
wage base from $4,200 a year to $4,800 
for tax and benefit purposes, thus in- 
creasing the maximum employer-employe 
tax by $27 and the self-employed tax hy 
$20.25: (2) increase maximum monthly 
benefits from $108.50 to $118.50 for single 
workers and from $162.80 to $177.30 for 
married couples; (3) increase maximum 
family benefits from $200 to $296.30 
monthly; (4) provide benefits for de- 
pendents of workers drawing cash dis- 


ability payments; (5) increase widow’s 
benefits from 75% to 80% of the de- 
ceased husband’s primary benefit; (6) 


increase by 1% per year the payments 
to covered workers who delay retirement 
between the ages of 65 and 72: (7) ex= 


tend coverage to self-employ ed physi- 
cians, and (8) authorize limited pay- 
ments from the Disability Insurance 


Trust Fund to the states to help defray 
some of the costs of rehabilitating peo- 
ple drawing disability benefits. 

Commentine further on the bill, Mr. 
Adams had this to say: 

“Moreover, we certainly cannot agree 
with Mr. Kean’s. charz acterization of 
these proposals as being only minimum 
revisions. This is particularly incorrect 
with respect to the changes which would 
raise the wage base to $4.800, increase 
family benefits by almost 50% and pro- 
vide benefits for the dependents of dis- 
abled workers. And while it mav be that 
some of the other benefit increases seem 
modest in and of themselves, we must 
evaluate their justification largely in 
light of the fact that benefits have al- 
ready been increased hv over 100% on 
the average since 1950.” 

Mr. Adams said further that in at- 
tempting to justify his bill, Congress- 


man Kean seemingly had also “hung his 
on the argument that the proposed 


hat” 





Plan Changes for WQMDRT 


Important changes in both the name 
and the by-laws of the organization will 
be considered at the annual meeting of 
the Women’s Quarter Million Dollar 

















ALBERTA LIGHT 


Round Table of National Association of 
Life Underwriters, to be held at Detroit, 
Sept. 16 in connection with the 68th 
annual convention of the national asso- 
ciation. 

Alberta Light, chairman of _ the 
WQMDRT, recently announced that ef- 
forts would be made to streamline the 
unwieldy title of the group, composed of 
the nation’s most successful women life 
insurance underwriters, and to simplify 
other sections of the by-laws, including 
the method of selection of members of 
the nominating committee, 

A record-breaking attendance of 
women underwriters from NALU’s more 
than 700 local associations is expected. 
This year, WQMDRT set a new record 
for membership, and for the number of 
those receiving the coveted National 
Quality Award for persistency, in high 
standards of service to policyholders. 
Among women underwriters, 140 won 
both honors, placing them at the top in 
professional recognition. 





Managerial Training for 
Pacific Mutual Managers 


Eight recently appointed managers of 
Pacific Mutual Life Group offices at- 
tended sessions of an advanced mana- 
gerial training program at the Los An- 
geles home office recently. Meeting with 
key company officers they discussed de- 
tailed problems of Group field office 
operations. Vice President Ralph J. 
Walker revealed that marked expansion 
of Pacific Mutual Group business now 
requires more than 4 times as much 
personnel as ten years ago. During that 
same period the amount of Pacific Mu- 
tual Group life coverage alone has in- 
creased by over one billion dollars. 





revisions could be financed without in- 
creasing the Social Security tax rates. 
Mr. Adams termed this argument “spe- 
cious,” pointing to the fact that while 
the Kean bill would not increase the tax 
rates themselves, it nevertheless would 
raise the Social Security tax payments 
of al covered workers earning between 
$4,200 and $4,800 per year. Thus, said 
Mr. Adams: 

“Any way you slice it, the bill would 
mean that millions of covered workers 
would be paying higher taxes to Uncle 
Sam at a time when most of them are 
crying for tax relief. We hope that these 
workers will not be taken in by this sub- 
terfuge which pretends to provide more 
henefits without increased tax payments. 
\e also cannot help wondering whether 
Mr. Kean’s proposal to apply. existing 
Social Security tax rates to an increased 
amount of taxable income does not mark 
en unfortunate further step towards the 
socialistic goal of income redistribution 
in this country.” 

Mr. Adams concluded by saying that 
he saw nothing wrong with Kean’s pro- 
posal to extend Social Security to se!f- 
employed physicians, stating that NALU 
had always taken the position that, gen- 
erally sneaking, all gainfully employed 
people should be covered under the pro- 
gram. 





A. V. Miller, Jr. Manager of 
Newark Group Field Office 


Arthur V. Miller, Jr., was named man- 
ager of Pacific Mutual Life’s Newark 
Group field office. He had previously 
served the company there as a home 
office representative since 1955. 

A native of New Jersey, Mr. Miller 
graduated from Rider College with a 
B.S. in Business Administration in 1952 
and took advanced studies at William 
and Mary College and Seton Hall Uni- 
versity before joining Pacific Mutual. 





WATT MAY TRATED 
Benefit 





training 
pays off 
or 
everyone.” 


Most people realize they need life 
insurance. But few know what 
kind—or how much. That’s where 
weeks and months of specialized 
training and planning pay off— 
both for the client who gets more 
for his money—and the Mutual 
Benefit Life man who finds that 
planned insurance is easier to sell! 
It takes more time and effort, 

of course, but this training is a 
big reason why Mutual Benefit 
Life men like Roneld J. Verlander 
of New Orleans enjoy successful 
careers and their clients enjoy 
quality insurance programs. 





The Mutual Benefit Life 
Insurance Company, Newark, N. J. 
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Roy A. MacDonald Now Head Of 
Life Office Management Association 


Roy A. MacDonald has been named 
managing director of the Life Office 
Management Association, insurance 
management research organization with 
headquarters in New York City, it has 
been announced by J. Howard Ditman, 
LOMA president and vice president and 
comptroller of the New York Life. 

Mr. MacDonald, whose appointment is 
effective October 1, succeeds the late L. 
Ray Woodard. He will be introduced at 
the LOMA annual conference in Wash- 
ington in September. 

Membership in the Life Office Man- 
agement Association, which was organ- 
ized in 1924, has grown to well over 300 
companies. More than 200 company 
representatives contribute regularly to 
the organiaztion’s research program in 
the area of home office administration. 


Mr. MacDonald’s Career 


Mr. MacDonald has been serving in 
Chicago as director of company relations 
of the Health Insurance Association of 
America, accident and health insurance 
trade associa ation, He entered the insur- 
ance business in 1946 as a representative 
of the Sun Life of Canada. He later 
served with the Great-West Life and 
as director of company relations of the 
Health & Accident Underwriters Con- 
ference. 

In 1948, upon completion of the study 
course offered by the Health & Accident 
Underwriters Conference Institute, Mr. 
MacDonald was awarded the Certificate 
of Proficiency. He received the degree 
of fellow in the Institute in 1949 for his 
work on the underwriting of substandard 
risks, the first such award made by the 


ROY A. MacDONALD 


Conference Institute. In 1951, this study 
was published in book form under the 
title, “The Underwriting of Substandard 
A. & H. Insurance.” 

A native of Glace Bay, Cape Breton, 
Nova Scotia, Mr. MacDonald was grad- 
uated from Mount Allison University. 
He was a Canadian Army officer during 
World War II. Active in Illinois civic 
affairs, he is father of three daughters. 





Massachusetts Mutual Sets 
July Production Record 


Massachusetts Mutual Life has an- 


nounced that its Ordinary business in 
July amounted to $54,810,338—an all-time 
production record for that particular 
month and the tenth largest sales figure 
for any month in the company’s 106- 
year history. The Ordinary deliveries 
made July the 33rd consecutive month 
in which a new company production 
record was established and the 59th 
successive month in which the sales 
volume surpassed that of the correspond- 
ing month in the previous grt 

July’s Ordinary sales were 6.6% more 
than those of July, 1956, and the com- 
pany’s delivered business through the 
first seven months of this year was 
99% ahead of last year’s production 
figure. 

The Los Angeles agency headed by 
John W. Yates and Robert L. Woods, 
CLU, led the field representatives in 
July with production in excess of $2.7 
million. Three additional agencies—those 
— by Lawrence E. Simon in New 

York, John W. Boynton in Baltimore 
and Desmond J. Lizotte in Newark—also 
went over the $2 million mark, and ten 
others each exceeded $1 million in Ordi- 
nary sales. 

Group business of Massachusetts Mu- 
tual, in July totaled $11,778,069 for a gain 
of 55.5% over the Group sales in July, 
1956. The company’s Group production 
through July, this year, was more than 
$103 million, representing a volume in- 
crease of 76.1% over the corresponding 
period of last year. 


Licensed in Iowa 

The Manhattan Life has been ad- 
mitted to transact business in Iowa, the 
company’s home office has announced. 

In addition to the District of Columbia 
and Territory of Alaska, the company is 
now licensed to do business in thirty- 
two states. 


Old Line Life Announces 
First Half Sales Record 


The best first half year sales record 
in the history of Old Line Life of 
America was announced by J. H. Dag- 
gett, chairman of the board, at the regu- 
lar quarterly meeting of the board of 
directors held at the home office in Mil- 
waukee. 

New life insurance sales for the first 
six months of 1957 totaled $11,579,338 
This represented an increase of a quar- 
ter of a million over the same period 
of last year and the highest for any like 
period in the 47-year history of the com- 
pany; the net gain in force for the 
period being $5,953,000. Life insurance in 
force, as of June 30, amounted to $192,- 
789,800 

Gross income for the six-month period 
totaled $4,168,000, and total admitted as- 
sets increased $1,176,600 to a new high 
of $58,374,662. 

At the meeting of the board, a reso- 
lution honoring the late W alter A, Zinn 
was adopted. Mr. Zinn, a Milwaukee in- 
dustrialist, served as a company director 
for 26 years prior to his death, July 13. 


Federal-Colonial Stock 
Exchange Date Extended 


Percy Chubb 2nd, president of Fed- 
eral Insurance Co., has announced that, 
in accordance with the exchange offer 
made to shareholders of Colonial Life 
by Federal, over 95% of Colonial stock 
had been properly tendered. 

He announced further that since a 
number of stockholders have written 
that they would be unable to exchange 
their stock during the exchange period, 
he ‘had further extended the period un- 
til September 20. The exchange offer 
was made effective on July 25. It is 
anticipated that this extension should 
provide ample opportunity for those 
wishing to exchange their stock to do 
so, and accordingly no further exten- 
sions beyond September 20 are contem- 
plated. 





General American Life’s 
Pre-Authorized Check Plan 


Mass production facets of General 
American Life’s new _ pre-authorized 
check plan are now in operation, the 
company has announced. After a_half- 
year’s controlled pre-testing in agencies 
in St. Louis and Honolulu, PAC is now 
in company-wide operation with posting 
on a three-times-per-month cycle. 

IBM machines already in use in the 
company are expected to handle PAC 
operations effectively even as premium 
payments by pre-authorized check mul- 
tiply and the billing cycle is stepped up. 
Several hundred banks are now cooper- 
ating in General American Life’s PAC 
plan, and additional banks are being 
approved in the home office daily. Com- 
pany officials said banks had generally 
been cooperative and responsive. 

PAC has been termed an important 
sales factor by General American Life 

representatives in pre-test and other 
areas, primarily because of the rate sav- 
ing over direct monthly payments and 
the client’s ease of handling. A substan- 
tial number of direct monthly policies 
already on the company’s books are con- 
verting to PAC. 

General American Life PAC is writ- 
ten on a $10 per month minimum life 
premium, $5 a month minimum accident 
and sickness, and $2.50 accident and 
sickness when sold in combination with 
life. 

To maximize efficiency, the company 
uses a negative posting system which 
limits special handling to the small per- 
centave of premiums not paid. 


General American Life 
District Office Changes 


General American Life has announced 
that Richard A. Alexander, a graduate 
of its charted career training course, has 
been promoted to district Group mana- 
ger and now heads its Denver district 
Group office. The office serves Group 
policyholders in Colorado, Utah, Idaho, 
a a and Wyoming. 

Mr. Alexander began his charted ca- 
reer course with General American Life 
in 1953. After basic training in St. Louis, 
he went to Abilene, Tex., where he 
served until December, 1956, when he 
transferred to Pittsburgh. 

General American Life has also an- 
nounced that William Biggs, district 
Group manager for Nebraska, Iowa and 
part of Illinois, is moving his office from 
Omaha to Des Moines. He will be lo- 


cated in the Richard Strauss Agency 
office. 
District Group Manager Robert L. 


Dale and charted career trainee Elmo 
R. Earls are transferring their offices 
from Birmingham to Atlanta. The terri- 
tory serviced by the new Atlanta office 
consists of Georgia, North and South 
Carolina and Florida. The office in Bir- 
mingham will be maintained by Group 
Representative David B. Morse. 


Guardian Life’s Income 


Benefit Supplement Rider 

An income benefit supplement rider 

(Form AR 32), to provide complemen- 

tary coverage to that given by the Social 

Security Act, has been introduced by 
the Guardian Life. 

With issue age limits of 18 to 45, the 


rider is guaranteed renewable to the 
anniversary nearest the insured’s 5lst 
birthday, and may be issued with any 


new or existing non-cancellable disability 
income policy issued by the company. It 
is subject to a fixed elimination period 
of six months, and provides $100 a month 
for total disability, which is payable to 
the. policy anniversary nearest the in- 
sured’s 51st birthday. 

All appropriate policy provisions ap- 
ply. to the rider, including the provision 
for the payment of annual dividends and 
increase in benefits for annual or semi- 
annual premiums. 








NOW! 
$20,000 to 
$40,000 


of Group Life Insurance for 
firms with 10 lives or more 
Non-Medical 











WHITE & 
WINSTON 


INC. 


General Agents 
The UNITED STATES LIFE 
INSURANCE CO 





Social Security Slide To Be 
Shown at NALU Meeting 


One of the most provocative items on 
the program of the 68th annual conven- 
tion of the National Association of Life 
Underwriters in Detroit September 15-20 
will be the first showing of a slide pres- 
entation entitled “Can We Have Sound 
Social Security?” The 22-minute nar- 
rative has been produced by the NALU 
Social Security Committee, under the 
chairmans hip of Albert C. Adams, vice 
president of the National Association. 
It will be unveiled at the committee 
meeting on Monday afternoon, Septem- 
ber 16, at the Sheraton-Cadillac Hotel. 

A large audience is expected to view 
this latest result of NALU’s long years 
of campaigning to maintain a sound 
economy and to contain haphazard and 
potentially dangerous politically-inspired 
expansions of the original Social Secur- 
ity “floor of protection.” 

Many of NALU’s 68,000 members not 
attending the convention will soon there- 
after be able to view the thought-pro- 
voking program locally. The film also 
will be distributed through NALU’s 
more than 700 underwriters organiza- 
tions for showings before local civic, 
service, business and fraternal groups. 
Accompanying it will be a special Social 
Security information kit, with instruc- 
tions for showing the slides, fact sheets, 
press releases, etc. 

Mr. Adams, general agent for John 
Hancock in she who has been 
chairman of NALU’s Committee on 
Social Security for the past four years, 
calls this slide narrative the keystone 
of a countrywide campaign “to prove 
that the Old Age and Survivor insur- 
ance program is not cheap and show that 
more and larger benefits will have great 
costs to the nation’s workers. This is in 
keeping with NALU’s steadfast efforts 
to promote individual ‘thrift and security 
and to assure solvency for OASI and 
the American economy. 
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Three Hartford Actuaries Become Actuarial Fellows 


Three home office employes of Hart- 
ford life insurance companies have be- 
come Fellows of Society of Actuaries. 
They are Darrel J. Croot, Connecticut 
General, and John Huntley and Robert 
A. Meredith, The Travelers. 


Mr. Crott is an actuarial assistant 





DARREL J. CROOT 
in the Group pension department. He 
University of Iowa. 
Mr. Huntley, a Phi Beta Kappa gradu- 
ate from St. Lawrence University, has 
been with the service and annual state- 
ment sections of Group, pension and in- 
dividual A. & H. section, Travelers actu- 
arial department. Mr. Meredith, a Phi 
Beta Kappa graduate of University of 
Michigan, is presently a senior actu- 
arial analyst in the individual A. & H. 
section of The Travelers accident and 
Group department. 

Seven others have achieved the status 
[ i more than 40 have 


a graduate of 


of associates and 


passed one or more of the eight-part 
examination schedule required to become 
a fellow. 


Careers 


Mr. Crott joined Connecticut General 
actuarial student in actu- 








arial rese 1 and was transferred to 
Group ac fannie’ research. ntly, he 
S assistant in the Gre nip 
) ment. He is a graduate of 
state y of lowa where a re- 
Clive degree 

Mr became associated with 
The Travelers in 1951 as an actuarial 


student in the accident and Group actu- 
arial department. He has been with the 
service and annual statement sections of 
I lif ctuarial department and the 
accident 


the ite 
Group pension and_ individual 








health sections of the accident and 
Group actuarial departments. He was 
ppointed ictuarial assistant in 1956. 





apy n 
Mr. Huntley became a fellow by passing 
parts seven and eight of the examina- 

He received his B.S. degree from 


f 








St. Lawrence University where he was 
electe ) Beta Kappa and was a 
member of a Tau Omega fraternity 
Mr Mere Travelers 
in 1950 A in the 
life ac lepartment. He is pres- 
ently nior gong analyst in the 
individual accident and - alth sec tion of 
the accident and Group actuarial] depa 
ment. A _ native of oe oy he is a 
graduate of DePauw University where 
he received his A.B. degree, and i has 
an M.A. degree from the University of 
Michigan. He is a member of Sigma 


Nu fraternity and was elected to Phi 
Beta Kappa 
New Associates 

New Associates are Charles G. Bent- 
zin, James A. Richard C. Mur- 
phy, and Samuel E. Shaw of Connecticut 
General; Frank W. Klinzman, Connec- 
ticut Mutual; Norton W. Chellgren, 


Gobes. 


Life Affiliated Companies; and 
Albert E. Whiton, The Travelers. 

Mr. Bentzin, a graduate of the Uni- 
versity of Wisconsin where he received 
his B.B.A. degree, joined Connecticut 
General in 1954 and is presently on mili- 
tary leave of absence. He was formerly 


Aetna 





JOHN HUNTLEY 


associated with the actuarial research 
department. 

Mr. Gobes became associated with the 
Connecticut General in 1951 as an actu- 
arial student. He has been with the 
actuarial research department, Group 
pension actuarial, and is presently in the 
Group insurance actuarial research de- 
partment. 

Mr. Murphy is a graduate of Prince- 
ton University where he obtained his 
\.B. degree. He joined Connecticut Gen- 
eral in 1955 as an actuarial student. He 
has been with the Group actuarial de- 
partment and is presently with the 
actuarial research department. Mr. 
Murphy became an associate by passing 
parts four and five of the examinations. 

Mr. Shaw has been with Connecticut 
General since 1954. Presently, he is 
on military leave of absence from the 
company and is a lieutenant in the Air 
Force at Wright Patterson Air Force 
Base in Dayton, Ohio. He was gradu- 
ated, cum laude, from Harvard Univer- 
sity with a B.A. degree. 

Mr. Klinzman has been a member of 
Mutual’s actuarial de- 
partment staff since 1954, A native of 
Des Moines and an Army _ veteran, 
Mr. Klinzman majored in mathematics 
and actuarial science at the University 
of Iowa. He received his B.A. degree 
in 1952 and his M.S. degree in 1954. 

Mr. (¢ vhellgren was graduated from the 
University of Arkansas where he was 
elected to Phi Beta Kappa. He is a 
member of the Group control depart- 
ment at Aetna Life. 

Mr. Whiton joined The Travelers in 
1957 in the life actuarial department 
after receiving his B.S.E.E. degree from 
the University of Texas. He is present- 
ly the supervisor of the service section 
of the life actuarial department. 

Others who passed fellowship exami- 
ations include: Part seven: Mark Hill, 


the Connecticut 


Peter Plumley, The Travelers; Robert 
Merritt, Phoenix Mutual; John E. Smith, 
Connecticut Mutual; Part six: Robert 


William D. Bishop and 
Record of Connecticut Gen- 
eral Life; Rogert Butcher, The Travel- 
ers; Arthur E. Erickson, Jr., Robert 
Merritt, Phoenix Mutual Life, and Wil- 
liam K. Krischer, Connecticut Mutual. 

Those who passed tests for the associ- 
ateship are: Part four: George H. An- 
drews and John A. Facey of Connecticut 
General; William Hadigan and Richard 
G. Schreitmueller, Aetna Life; Robert 
4. Bacon, Connecticut Mutual; Leonard 
Kilian, and Howard L. Wachspress, The 
Travelers. 


B. Goode, 
Horace A. 


Those passing the preliminary exami- 
nations are: Part three: Clayton C. 
Carpenter, Jr., and William D. Ward, 
in military service, Aetna Life; Larry 
C. Ballard, Yuan Chang, and Charles 
W. Keaton, The Travelers, the latter 
two being in military service, and Glen 

Harris, Jr. Phoenix Mutual Life 


and Sanford W. Scott, Jr., Connecticut 


‘ROBERT A. MEREDITH 


Mutual; Part two: Richard G. Schreit- 
mueller, Aetna Life; John Kyle, Harry 
Leister, Thomas Malloy, Charles Smith, 
and Irwin Wentzien in military service, 
all of Connecticut General; John Rob- 
erts, and Wesley R. Christensen, Aetna 
Life; Larry C. Ballard, and Thomas H. 
Barber, The Travelers; Charles H. T. 
Moulton, Connecticut Mutual; Part one: 
Charles Smith, and Irwin Wentzien, 
Connecticut General; John Roberts, 
Ross Boyle, and Paul Beecher of Aetna 
Life; Don % K. MacKillop, The Travel- 
ers; Carl J Peers, Jr., Phoenix Mutual, 
and Miss Phyl E. Kemp, and Charles 
H. T. Moulton, Connecticut Mutual. 

Two college students who are partici- 
pating in the summer training program 
at The Travelers also passed Part one: 
Irwin I. Boris of Harvard, and Michael 
A. Zwerdling of the University of Cali- 
fornia, 


Prudential Names Lupean 


To Head Chester District 


Robert L. Lupean, 
of The Prudential’s 
Chester, © Pa., 
Palmer, 


Appointment of 
CiAy,. cas 
Chester 
was announced by Paul B. 


head 
district office, 
com- 
vice president. Mr. Lupean suc- 
ceeds the late Anthony J. Mullen. 

A graduate of New York State Uni- 
versity, Mr, Lupean taught commerce 
courses after leaving military service 
and immediately before joining Pruden- 
tial. He became a Prudential agent in 
1948 and in 1952 was promoted to sti uff 
manager and co-head of the company’s 
Dunkirk, N. Y., office. For the past year 
he has been associated with the train- 
ing program for sales personnel. 

He will now direct service activities 
involving more than $60,000,000 of insur- 
ance, held by 44,000 persons. He will 
be assisted by 38 agents and six staff 
managers. 


pany 


PRUDENTIAL ANNIVERSARIES 

During August, four managers of The 
Prudential district agencies celebrated 
company anniversaries of long service. 

Henry A. Bedell, of the Union, N. J., 
district, celebrated his 35th. 

William CC. Crabtree, Manchester, 
N.H., district, Ear] E. Olson, Bartram 
district in Philadelphia, and Anthony L. 
Siragusa, Tremont district, New York 
City, celebrated their 25th. 





Warns Companies on 
Credit Life Charges 


WISCONSIN WANTS NEW RATES 


Commissioner Rogan, Acting Under New 
Law, Puts Maximum Charge 
on Risks 


Madison, Wis.—Acting under a new 
law which puts regulation of credit life 
insurance under the State Insurance 
Department, Commissioner Paul Rogan 
has sent letters to all companies writing 
credit life insurance stating he believed 
rates now being charged are exorbitant 
and ordered the filing of new rates by 
September 15. 

“We believe that the companies writ- 
ing credit life or credit accident and 
health insurance covering Wisconsin 
residents realize that we definitely re- 
gard the life insurance rate of $1 per 
$100 of initial indebtedness per year on 
the reducing term basis and $2 per $100 
of indebtedness per year on the level 
basis to be exorbitant.” 


Issues Warning 


He said insurance companies have been 
paving 25 to 30 cents in losses for every 
dollar collected on individual policies. 

He told the companies he would dis- 
approve any rate in which loss payments 
were less than 50 cents on the dollar 
“unless substantial justification can be 
shown.” 

Commissioner Rogan added: 

“The cost of selling the insurance 
should be very low because of the fact 
that it is written incidental to an install- 
ment sale or loan transaction. 

“In addition to disapproving plans be- 
cause of an unreasonable relationship 
between benefits and premiums, the 
Commissioner may disapprove a policy 
if it contains a provision which is unjust, 
unfair, inequitable, misleading, deceptive 
or encourages misrepresentation.” 


Corporation Pension Funds 
Washington—Assets of pension funds 
of U. S. corporations aggregated $16.6 
billion (book value) at the end of 1956, 
an increase of $24 billion during the 
year, according to the third annual sur- 


vey of the Securities and Exchange 
Commission. The growth in 1956 com- 
pares with increases of $2.1 billion in 


1955 and $1.9 billion in 1954. 

The summary excludes corporate pen- 
sion funds administered by insurance 
companies. Reserves in these funds in- 
creased $1.2 billion during 1956, amount- 
ing to $12.3 billion at the end of 1956, 
according to the Institute of Life Insur- 
ance. 

Pension funds in the manufacturing 
industry grew by $1.7 billion in 1956, and 
funds in other industries increased by 
$700 million. Within the manufacturing 
group, funds having largest increases 
were in the iron and steel and motor 
vehicle industries. Pension fund assets 
during 1956 incre ased by 16.9% compared 
with 17.1% in 1955. The percentage in- 
crease in assets during each of the pre- 
vious three years is as follows: 1954, 


18.9%; 1953, 20.2%, and 1952, 23.7%. 
The survey indicated that at the end 
of 1956, 78% of corporate pension fund 


assets were invested in corporate bonds 
and stocks, as compared with 75% so 
invested a year earlier. Over 52% of 
assets were invested in corporate bonds, 
over 26% in common and _ preferred 
stock, 14% in U. S. Government securi- 
ties, and 8% in other assets. 


Occidental Names G. K. Keen 
General Agent in Dayton 


Occidental Life of California has an- 
nounced the appointment of George K. 
Keen as general agent in Dayton, Ohio. 
He served as an Occidental agent in 
Dayton for two years before joining 
Crown Life of Toronto in November, 
1956. He is a member of the Dayton 
Association of Life Underwriters and 
has received the National Quality Award. 
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Four fellowships were awarded by 
The Travelers for study in the field 
of insurance this summer. 

A principal and teacher and two col- 
lege professors were named as_ re- 
cipients of this year’s fellowships mark- 
ing the sixth summer that The Travelers 
has conducted its own fellowship pro- 
gram for high school teachers and 
principals and the seventh summer that 
the company has participated in the 
College-Business Exchange Program of 
the Foundation for Economic Educa- 
tion. 

Representatives from the Greater 
Hartford area who studied at The Trav- 
elers are Edward M. Dillon, principal at 
East Hartford High School, and Robert 
Stuart, teacher of consumer education 
and guidance counsellor at William Hall 
High School in West Hartford. 

Studying at the company earlier this 
summer were Hal F. Holt, instructor 
in the business department at Phoenix 
College, Phoenix, Arizona, and William 
M. Howard, associate professor of in- 
surance, College of Business Administra- 
tion, University of Florida, Gainesville, 
Fla. 

Mr. Dillon had as one of the primary 
purposes of his visit to Travelers the 
investigation of legal and administrative 
aspects of the insurance business. Mr. 
Dillon received his B.S. degree from 
the University of Michigan and his M.A. 
degree from Springfield College. He is 
also a graduate of Hartford College of 
Law. Mr. Dillon is supervisor of recrea- 
tion and coach of athletics at East 
Hartford High School and is a member 
of the East Hartford Teachers Associa- 
tion, the State Teachers Association, the 
New England Association of Secondary 
Schools and Colleges, and the National 
Teachers Association. 

Mr. Stuart has been getting an over- 
all picture of the insurance business 4 
The Travelers. He received his B.A 
degree from American International 
College and his M.A. degree from the 
Hartford Seminary Foundation, his B.S 
degree from Teachers College of Con- 
necticut and his M.Ed. from Hillyer 
College. An Army veteran, he is a 
member of the Connecticut Education 
Association, the Connecticut Council on 
Teacher Education, and the Connecticut 
Social Studies Teachers Association, the 
Connecticut Personnel and Guidance As- 
sociation, and the National Education 
Association. : 

Mr. Holt’s particular interest of study 
has been multiple line property cover- 





State Mutual Appoints 
Phillips in Indianapolis 


Alexander H. Phillips has been named 
manager of the Indianapolis agency of 
State Mutual Life, Worcester, as an- 
nounced by Joe B. Long, agency vice 
president. 

Mr. Phillips takes the place of Ross 
M. Halgren, CLU, who becomes general 
agent emeritus of the Indianapolis agen- 
cy. Mr. Halgren has devoted many 
years of service to the company. 

Mr. Phillips is 34 years old and is a 
native of Chicago and has been in sales, 
manufacturing and the motion picture 
field before serving for five years as an 
agent for another insurance company in 
Indiana. A business administration grad- 
uate of Northwestern University he has 
compiled an impressive civic record and 
presently is president of the Indiana 
Junior Chamber of Commerce. 


HEADS GENERAL AGENTS ASSN. 

Lawrence J. Evans, Portland, Ore. gen- 
eral agent for Northwestern Mutual 
Life, was recently elected president of 
his company’s General Agents Associa- 
tion, 





Travelers Awards Four Fellowships 


age underwriting. He received his B.S. 
degree from Northeastern State, his 
M.S. degree from Oklahoma A. and M., 
and his Education degree from the Uni- 
versity of Pittsburgh. He is a member 
of the American Association of Uni- 
versity Teachers of Insurance, the Amer- 
ican Accounting Association, and the 
National Education Association. He has 
had fellowships with Occidental Life 
and Fireman’s Fund. 

Mr. Howard, while at The Travelers, 
concentrated on Group coverages com- 
mon to employment benefit plans. He 
received his Ph. B., M.S. and Ph.D. de- 
grees from the University of Wisconsin. 
He is a member of the American Associ- 
ation University Teachers of Insurance, 
the American Economics Association, 
the American Finance Association, the 
American Society for Insurance Man- 
agement, and the Insurance Society of 
New York. He is presently teaching 
courses in principles of insurance, legal 
aspects of insurance, life insurance prob- 
lems, estates and trusts. He has had 
previous AAUTI fellowships with North- 
western Mutual and New York Life. 
He is presently pension plan consultant 
to two major corporations. 











LIFE INSURANCE 


RENEWALS 


RENEWAL PURCHASE COMPANY 


300 Park Avenue, New York 22, N. Y. 


PURCHASED ON 
EQUITABLE BASIS 


Plaza 3-2826 











“Where Business is Appreciated” 


CARL E. HAAS, C.L.U. 
General Agent 
Continental Assurance Company 


32 COURT STREET BROOKLYN 1,N. Y. 
TRiangle 5-7362 








MADE ASSISTANT MANAGER 

Occidental Life of California an- 
nounces the appointment of Leonard A. 
Knobbe as assistant managéf “of the 
company’s St. Louis branch office. Mr. 
Knobbe has been an agent with the St. 
Louis branch office since November, 1953. 
He is a graduate of St. Louis University 


and served in the Army during World 


War II. 
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Joseph E. Boettner, C.L.U., President 





DESIGNED for 
MODERN LIVING 


HE PLICO 65 


newest addition to the 


preferred PLICO series plans— 


/ a low rate, whole life paid up at 65. 
™ $10,000 minimum issue. 
issued from ages 10 to 65. 


! $5.00 or $10.00 per month disability income. 
/ purchaser benefits for ages 10 to 14. 


THE PLICO 65 


MODERN NEEDS 


Address inquiries to the Agency Department 


Philadelphia ye ife 


INSURANCE COMPANY 


111 NORTH BROAD STREET, PHILADELPHIA 7, PA. 


OVER A QUARTER OF A BILLION OF INSURANCE IN FORCE 


featuring... 


M waiver of premium. 











FLEXIBLE FOR 


James H. Burdick, Agency Vice-President 





























| HERMAN REINIS 
Brooklyn General Agent 


The Manhattan Life 


(Founded 1850) 
50 Court St. MAin 4-7951-2-3 

















Made Senior Underwriter 
For The Manhattan Life 





CLAUDE L. FISCHANG 


Appointment of Claude L. Fischang as 
senior underwriter has been announced 
by the home office of Manhattan Life. 
Mr. Fischang has been with the company 
since 1951, serving as manager of the 
underwriting department. 

Mr. Fischang’s entire business career 
has been in the life insurance business 
Prior to joining Manhattan Life, he was 
with the Equitable Society for thirty-one 
years as an underwriter. 


NQA Qualifiers 

Final count of qualifiers for the Na- 
tional Quality Award shows that 14,931 
U. S. agents, representing 210 life com- 
panies earned this distinction in 1957 
This compares with 13,394 in 1956 and 
11,726 in 1955. 

Of the 1957 qualifiers, 403 won special 
distinction by earning this award for the 
13th time, every year since the award 
was announced by LIAMA and NALU 
Plaques signifying ten years of qualifica- 
tion were awarded this year to 735 
agents. Presentation of the NQA award 
is made through local life -underwriter 
associations, more of which each year 
are devoting a full meeting in late May 
or June to the subject of quality busi 
ness. 

Canadian NQA, qualifiers also set a 
new record with 2,301 receiving this 
award, This compares with 2,054 in 4956 
The sponsoring organizations in Canada 
are the Life Underwriters Association 
of Canada, the Agency Section of the 
Canadian Life Insurance Officers Asse- 
ciation and LIAMA 
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BRITISH INSURANCE COLLEGE 

Staff recruiting problems in this era of 
brisk competition for services of able 
young men is as acute in Britain as it is 





in this country. 

In helping to make career opportuni- 
ties in insurance more attractive Char- 
tered Insurance Institute of Great Britain 
has decided to open its own college of 
insurance at which short full-time courses 
will be given to young men sent to it 
by their employers. In the beginning it 
will provide three courses, one for those 
entering the business; a second and 
more advanced course for those complet- 
ing National Service, or of that age; 
and third for young inspectors or pros- 
pective ones. 

In commenting why the college will be 
established and also an advisory career 
service developed, retiring President G. 
K. Greening said: 

In the more leisurely days of the past, 
insurance employers took their pick from 
among the bright young men leaving 
public and grammar schools. The bright- 
est could then be left to sort themselves 
out largely by their own efforts, learning 
the technique of their job by gradual 
2ysorption, and in spare time. In their 
development the employer played little 
mor: than a passive role. Promotion, in 
k-eping with the times, was passive. 
Today, the bright young men have to be 
ardently sought by insurance employers 
as they are also sought by increasing 
number of other employers. To secure 
them, the social and economic impor- 
tance of the industry offering a career 
full of interest in so many distinct fields 
must be spread before them. They must 
be trained to accept responsibility much 
earlier. 


LATIN AMERICANS SHOW 
GREAT ACCEPTANCE OF 
PRIVATE ENTERPRISE 

The Washington Report of United 
States Chamber of Commerce says that 
Latin American businessmen are showing 
greater acceptance of the private en- 
terprise system and are turning away 
from Government controls and restric- 
tive economic practices. This develop- 
ment was underscored at the recent 
Buenos Aires meeting of the Inter- 
American Council of Commerce and 
Production. 

Resolutions adopted at the session 
reflected the philosophy of the U. S. 
delegation outlined by its chairman, 
Hugh A. Davies of the International 
Harvester Co. At the opening Plenary 


Session, Mr. Davies said: “I am con- 











vinced that the greatest contribution 
which this Council can make will be 
to stand up for freedom of commerce 
and freedom of industry; to urge the 
governments of our countries to estab- 
lish their laws and regulations in such 
a manner as to stimulate private enter- 
prise; to urge our governments that 
they permit prices to be established by 
the law of supply and demand; again 
to urge that they reduce to a minimum 
all governmental-imposed economic con- 
trols. 

“There is no man or no group of men, 
no matter how well intended they may 
be that can possibly be capable of plan- 
ning the economic development of a 
nation. Let us urge our governments 
to permit private initiative to develop 
with the greatest possible liberty con- 
sistent with the proper defense of 
national sovereignty and the vital in- 
terests of the people.” 

For the first time since the Council’s 
establishment in 1941 members of the 
United States delegation found business- 
men from all the Americas agreeing 
with the American traditional point of 
view regarding free enterprise. 


Dwight L. Clarke, retired president of 
Occidental Life of California and pres- 
ent member of the company’s board of 
directors, has been named chairman of 
md board of directors of Allied Build- 
ing Credits, Inc., Los Angeles. Mr. 

Placke served as Occidental president 
from 1944 to 1950. Long active in na- 
tional life insurance affairs, Mr. Clarke 
was president of the American Life 
Convention in 1947, and was a member 
of that organization’s executive com- 
mittee for many years. 


* * * 


Robert B. Lockhart, Jr., has been nam- 
ed inland marine special representative 
in the Detroit office of the Royal-Globe 
Insurance Group. Mr. Lockhart joined 
the group in 1954 as a trainee in the 
New York inland marine department. 
Recently he served as an inland marine 
underwriter in the Detroit office. He 
will specialize in the production of in- 
land marine, burglary, glass, marine and 
aviation insurance. 


i: ake Oca 


Wilbur J. Jones has been promoted to 
general agent of the automobile depart- 
ment for the Phoenix of Hartford Com- 
panies. Mr. Jones, a native of Hartford, 
joined the Phoenix in 1948 and has been 
superintendent since 1949. He is a char- 
ter member and past president of the 
Hartford Automobile Underwriters Club 
and a member of the New York Auto- 
mobile Underwriters Club. 


a New York 












CHARLES F. TRUSTAM 


Charles F. Trustam, general manager 
of the Royal-Globe Insurance Group at 
Liverpool, England, has been elected 
chairman of the British Insurance As- 
sociation. The BIA is comprised of more 
than 200 companies and deals with mat- 
ters beyond the scope of any one com- 
pany or sectional interest. Mr. Trustam 
is also a Fellow of the Institute of Actu- 
aries and a Fellow and past president of 
the Chartered Insurance Institute. He is 
a frequent visitor to the United States. 


a ae 


Ralph W. Smiley, long superintendent 
of publicity for the Royal-Globe Insur- 
ance Group until his retirement some 
years ago, has left New Jersey for St. 
Petersburg, Fla. He is a hi-fi enthusiast 
and has a library of tape recordings of 
classical music programs. His second 
hobby is flying as co-pilot and navigator 
for his son in the latter’s plane. After 
leaving the Royal-Globe Mr. Smiley was 
associated successfully with his son in 
the electronic business in New Jersey 


a e 


Thomas S. Hession, assistant vice 
president of Occidental Life of Califor- 
nia, has been elected to the board of 
governors of the National Counter In- 
teliigence Corps Association. He was 
named to the board at the association’s 
annual convention in San Francisco. Mr. 
Hession served three years in the 
Army’s counter-intelligence corps during 


World War II. 


ek 


Lawrence R. Fisher, Jr., son of Law- 
rence R. Fisher, vice president and di- 
rector of The Rockwood Co. and the 
Chicago Board of Underwriters, is join- 
ing the office of W. E. Found & Co., 
London, England, in September. Mr. 
Fisher, Jr., attended the University of 
Miami, Coral Gables, Fla, For a year 
and a half he has been employed with 
the Chicago office of the Phoenix of 
Hartford. Mr. Fisher, Jr., will be accom- 
panied by his wife and son, Lawrence 
I]. Plans are for him to remain in 
London for four to five years working 
in various departments of brokers for 
Lloyd’s of London. 


Je, Ske 


James B. Whalen has been named 
accounting manager of the newly organ- 
ized Allstate Life Insurance Company. 
Prior to the promotion he was assistant 
accounting manager for Allstate Insur- 
ance Company at the home office in 
Skokie. 





























HENRY H. EDMISTON 


Henry H. Edmiston, vice president of 
Kansas City Life, has been named as a 
director of the F eder al Home Loan Bank 
of Des Moines. His appointment runs 
through to December 31, 1959. 

* * * 


Leland J. Kalmbach, president, Massa- 
chusetts Mutual Life, has been named 
a member of the finance committee of 
the Chamber of Commerce of the United 
States. This committee studies national 
problems that affect the work of all 
banks and financial institutions, and 
helps develop Chamber policies and pro- 
grams to meet these problems. 

* * x 


Dan C. Williams, president, Southland 
Life, Dallas, will head, for the second 
consecutive year, the special gifts divi- 
sion of the Dallas County Community 
Chest’s 1957 fall campaign to raise 
$2,599,838. The special gifts division 
solicits professional persons, small firms 
and their executives, and junior execu- 
tives of large firms. It is one of seven 
divisions within the Chest campaign. 

ak oe. 


Bert N. LaBu, 83, of Lansing, who re- 
tired some time ago after a long busi- 
ness career locally which included an 
active role in several agencies during the 
’20’s and '30’s, died unexpectedly at his 
home recently. He was Lansing’s first 
rural mail carrier shortly after coming 
here 72 years ago from his native Lac 
Que Parle, Minn. During one of his 
agency connections he was associated 
with the late former mayor, Gottlieb 
Reutter. 

* * x 

R. H. Stallkamp announces the open- 
ing of the Stallkamp Insurance Agency 
in Toledo, Ohio, with offices in the Gard- 
ner Building. Mr. Stallkamp, before 
opening the agency, managed the general 
division of G. H. Poulsen & Co., Toledo, 
and earlier he assisted in setting up the 
insurance premium finance department 
of Ohio Citizens Trust Co. 

oo ae 


Walter D. Lamon, Jr., of the Walter 
D. Lamon Co. at Palmyra, N. J., was 
recently promoted to rank of brigadier 
general in the New Jersey National 
Guard. He is one of the most prominent 
of Travelers’ agents and is associated 
with the companies’ branch office at 
Camden, N. 

a 

Ralph L, Browne, 55, an insurance man 
in Milwaukee, Wis., died August 9. For 
the last six years he was claims man- 
ager for the Standard Accident. 
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Phil Grossmayer of Portland 


A recent visitor to the home office of 
The Travelers in Hartford was Phil 
Grossmayer of Oregon. One of the 
most colorful men in the Northwest 
Coast insurance field he is head of the 
Phil Grossmayer Co. of Portland. In 
1956 it wrote something more than $3,- 
000,000 in premiums. 

The Phil Grossmayer Co. celebrated 
its 50th anniversary with The Travelers 
in 1954. At the time the picture on this 
page was taken showing the Portland 
general agent surrounded by some of the 
flowers he received on that occasion. He 
received messages of good will at the time 
from insurance men in all parts of the 
country, many of whom he had enter- 
tained in his hospitable home in Port- 
land. 

In 1904 Phil was working in an insur- 
ance office in Leadville, Colo. It was 
late in the day. A Travelers special 
agent had arrived in the once-famed 
mining town looking for a representa- 
tive. Most agents had gone home. Phil 
was working late, welcomed the visitor, 
was given the representation. 

Soon after being appointed agent he 
erected a billboard in Leadville which 
had on it the name of The Travelers as 
often as a TV commercial gives a plug 
to a sponsor. Not the most artistic bill- 
board in the town, it served its purpose 
as all passers-by noticed that a man 
named Phil Grossmayer was selling life, 
accident and health insurance for The 
Travelers. Many think this was among 
the first billboards featuring insurance. 

A visit to attend a fair first brought 
Mr. Grossmayer to Portland. He liked 
what he saw of this section of the coun- 
try, returned to Leadville and sold his 
agency. Then, although he knew scarcely 
any one in the Pacific Coast city he set 
up shop there as an agent. It didn’t take 
long for him to meet people and the 
Portiand Rotary Club was organized in 
his office. He holds Card No. 8 in the 
Multnomah Club and long has been ac- 
tive in philanthropic as well as insurance 
affairs. 

In 1950, Harry Barsantee, now public 
relations manager of The Travelers, in- 
terviewed Phil about his working phil- 
osophy. The interview began by Phil 
turning interviewer. 

“Where is there any business to com- 
pare with ours”? he asked. “You don’t 
need any money for inventory. You can 
earn a living while you are learning it. 
If you don’t like one place you can just 
stick your rate book in your pocket and 
move to a place you do like. 

“Actually, all you have to do to make 
a living in this business is to work. Of 
course, there are attributes that will 
help: a good personality, knowledge of 
the business, an acquaintance as big as 
you want to make it, but I am talking 
about making a living. But you must 
work, And you don’t even have to be on 
the job eight hours a day to make a liv- 
ing. If an agent goes at it hard enough 
five hours a day, he can make more 











money in our business than he will at 
anything else.” 

Mr. Grossmayer has made it a prac- 
tice to go out and see people. 

al | practice this today just as I did 52 


years ago,” he said. “And I pound that 
thought into every new agent to whom 
I talk. That is why I don’t telephone 
and ask for an appointment. That gives 
a prospect a chance to put you off. And 
I don’t believe in writing letters. If 
writing letters would get business the 
college professor would be raking in all 
of it. I don’t believe you can get insur- 
ance business without asking for it and 
you never know what lies behind that 
next closed door unless you knock and 
find out.’ 

Harry Barsantee didn’t stop to argue 
with Phil about letter writing as he was 
there to get an interview for publication 
and not to give examples of agents and 
brokers he knew who believe that a good 
letter has influenced many a prospect 
to listen to the agent if not sway a sale. 
Anyway, the next query of the inter- 
viewer had to do with the dialogue be- 
tween an agent and a prospect with sale 
of insurance as a motive. Said Phil: 

“You can’t learn our business in a day, 
but you can learn it fast if you keep 
making calls. Don’t bluff, even at the 
start. If you don’t know the answer, 
say so. Tell your prospect you'll find out 
and let him know in the morning. But 
be sure you do. Then you will both 
know the answer, I still say you can sell 
insurance without knowing anything 
much, but you will sell a whole lot more 
if you know all about the business for 
just one obvious reason; it saves time. 
Prospects usually have more savvy than 
you give them credit for, they know 
when you are bluffing.” 

When Phil said that an agent should 
not let himself get mad or discouraged 
Harry asked him how and why he 
achieved such self control. Said Phil: 

“No business is ever entirely lost. You 
would be surprised how often the for- 
lorn hopes eventually pay off. Once you 
get in that door, no matter how flat you 
may fall on your first call, that door is 
never entirely closed to you again. Some 
of the finest business on this agency’s 
books has come from firms where I was 
almost literally tossed out when I first 
hit Portland. All the world loves a 
fighter; nobody has any respect for a 
quitter. History is full of instances 
where the first battle was lost, but the 
war was won, and that goes for individ- 
uals.” 

Harry said to Phil: “There must be 
one bit of philosophy which has seared 
in your memory during the half century 
which is as appropriate for the most suc- 
cessful veteran as well as the tyro agent 
to bear in mind always. 

“There is,” said Phil. “We must learn 
from our mistakes.” He said if he lost 
a case he stopped in his tracks to find 
out why the sale did not go over. Mostly 
“hard luck” can’t be blamed. 

“Maybe when an agent loses a case.a 
telephone call or a letter was to blame,” 
Phil commented. “He should have made 
a personal call. He might have been so 


case the attention it deserved. What 
selling point was overlooked? But a lost 
sale has one advantage. It may result in 
the agent learning more than he does 
from a sale.” 

A couple of other Grossmayer tips. 

Don’t spend too much time concen- 
trating on the few top men and biggest 
concerns in the community. 

Have most of your concentration on 
the up-and-coming younger men and 


businesses. 
* * * 


New Chairman of Bar Association 
Insurance Section 


H. Beale Rollins of Baltimore, who as 
chairman of American Bar Association’s 
Insurance Section of Insurance, Negli- 
gence and Compensation Law presided 
at the recent Hotel Plaza and adjourned 
London meetings of the section, has 
been succeeded as chairman by L. J. 
(Pat) Carey. The latter is first vice 
president and general counsel, Michigan 
Mutual Liability Co. of Detroit. Chair- 
man-elect for the 1958-9 period is Stan- 
ley C. Morris of Steptoe & Johnson, 
Charleston, W. Va. 

In the August 9 issue of The Eastern 
Underwriter it was erroneously stated 
that Mr. Rollins had recently been elect- 


ed chairman. 
* * 


Elect Thorp President of Chartered 


Insurance Institute 


Rupert S. Thorp was elected president 
of Chartered Insurance Institute of Bri- 
tain at its 75th anniversary meeting. 
Deputy General Manager of Prudential 
Assurance Co. he is one of prominent 
insurance men in London. He is also well 
known in this country and Canada. In 
accepting the position he said: 

“IT am honored in being elected to this 
high office. It has been graced in the 
past by many of the most outstanding 
men in our profession, and I sincerely 
hope I shall justify the confidence. In 
thanking you all I can only say that I 
will do my best in the interests of the 
members of the Institute.” 

F. R. Norton was elected deputy- 
president. He was general manager of 
the Guardian Assurance Co., is a past 
president of the Insurance Institute of 
London and the Institute of Actuaries. 

The Institute now has five vice presi- 
dents. They are Sir John Makins, W. 
A. Jackson, William Penney, Walter 
Barrie and K. K. Weatherhead. 


. > * 


Is World Shipping Being Overbuilt? 


Are too many ships. being built 
throughout the world? That was one of 
the subjects discussed by Walter L. 
Green, chairman of American Bureau of 
Shipping, 45 Broad Street, at its semi- 
annual meeting. 

There now exist in Class with the 
American Bureau 8,238 vessels of 42,700,- 
000 gross tons, an increase of 400 ves- 
sels and 2,200,000 tons over the total of 
this time last year. About 20% of these 
vessels is temporarily inactive. To the 
vessels existing in Class there will be 
added 741 vessels of approximately 8,900,- 
000 gross tons now on order to be built 
to Bureau Class in shipyards through- 
out the world, making a grand total of 
approximately 9,000 vessels of 51,188,000 
gross tons. These vessels are owned and 
registered in every major maritime na- 
tion. The figures include seagoing and 
coastal tonnage, Great Lakes and river 
craft, both self-propelled and non-pro- 
pelled. 

On a gross tonnage basis, shipyards 
of Japan led with the greatest produc- 
tion last year, turning out 1,420,000 
tons, followed closely by United King- 
dom with 1,389,000 tons and West Ger- 
many with 880,000 tons. These three 
countries combined account for 65% of 
the world production last year of new 
seagoing merchant tonnage. 

“There has been a marked increase in 
world trade in recent years, both in 
value and volume, rising to record levels 
in 1956, but with some evidence that 
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for the first time the increase of world 
industrial production is lagging,” said 
Mr. Green. “This constant increase in 
trade has stimulated a demand for ton- 
nage of all types 1n the maritime na- 
tions of the world. As a result almost 
full employment of shipping has devel- 
oped. In addition, long range planning 
has led to the ordering of this tremen- 
dous quantity of new vessels. It has 
been participated in by experienced ship 
owners and by many non-shipping inter- 
ests which have been attracted by the 
boom, investing large sums in big and 
expensive new vessels. Of course, in 
many cases long-term charters were ar- 
ranged by the latter group for some of 
these vessels now on order in the ship- 
yards of the world. 

“Confidence in the future of world 
shipping has been expressed by the 
traditionally astute ship operators of 
Norwav who in 1956 ordered 311 vessels 
of 2,797,000 gross tons and accepted de- 
livery of almost one million gross tons of 
new ships. Norwegians now have on 
order for future delivery more than 
7,000,000 gross tons of new merchant 
vessels to add to their already huge fleet 
offering shipping services to the world. 
3ritish ship owners have over 8,000,000 
tons on order. While only about 1,000,- 
000 tons of new vessels are on order 
in the United States for registry upon 
completion in the United States, Ameri- 
can interests have some 5,500,000 tons 
on order in the principal shipyards of 
the world which upon completion will 
be registered in Liberia, Panama, Italy, 
Germany, France, Holland, England and 
Norway. 

“Skepticism: has been expressed in 
some European shipping circles about 
the huge tonnage of merchant vessels 
on order. There have been some 
thoughts expressed to the effect that if 
all of these vessels are completed it will 
result in over-tonnaging of the world 
merchant fleets, especially in the tank- 
ship field. There have been some predic- 
tions that there will be cancellations of 
existing orders. Of course, such a thing 
could very well happen in view of the 
fact that many shipbuilding contracts 
now specify delivery in five and six 
years. Many things can happen in that 
period of time which might force a 
cancellation of a building contract. On 
the other hand, I feel we can afford to 
adopt an optimistic view of the current 
and future factors affecting ship opera- 
tion and shipbuilding throughout the 
world. An orderly progression in world 
trade appears in prospect for the next 
few years, based upon the rapidly im- 

(Continued on Page 23) 
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Fireman’s Fund Shows 
Small Operating Gain 


UNDERWRITING LOSS REDUCED 


President Crafts Says Total Assets Are 
$454,144,000, Up $12,000,000; Pre- 
miums Written Rise 2% 

The Fireman’s Fund and its subsidiary 
companies report a net operating gain 
of $50,000 for the first six months ended 
June 30, 1957. This compares with a net 
loss of $8,107,000 for the same _ period 





et 






CRAFTS 


JAMES F. 


last year. The operating results include 
an underwriting loss of $5,542,000, net 
investment income of $5,527,000 and a 
gain of $65,000 on sales of investments 
A year ago the company had an under- 
writing loss of $13,169,000. The earnings 
per share for the six months’ period was 
56 cents, after adjustment to eliminate 
realized gain in the investment portfolio 
but including equity in unearned pre- 
mium reserve increase. 

Premium writings for the six-month 
period totaled $106,081,000, a 2.2% de- 
crease from the corresponding period a 
year ago. Unearned premium reserves 
increased $4,857,000 and loss reserves 
declined $612,000 since December 31, 1956 

Commenting on underwriting results, 
President James F. Crafts said: “A high 
frequency of claims continued in both 
the property and liability insurance 
fields. Fire losses throughout the United 
States exceeded the $550 million mark, 
an increase of 6.3% over the first six 
months of 1956. Added to the destructive 
force of these fires was an unusually high 
number of wind and hail storms which 
adversely affected our results. 

“Relief from these unsatisfactory con- 
ditions can only come through an upward 
adjustment of rates. Progress can be 
recorded in the industry’s efforts, which 
we have been actively supporting, to ob- 
tain higher premium levels. Corrective 
measures must be speeded up if we are 
to meet rising loss and claim costs which 
are essentially the result of inflation.” 

As of June 30, 1957, Fireman’s Fund 
reported total admitted assets of $454,- 
144,000, an increase of nearly $12,000,000, 
reserve for unearned premiums of $181,- 
058,000 and reserve for losses and loss 
expense of $105,323,000. Cash _ totaled 
$12,664,000. Securities totaled $370,216,000 
Shareholders’ equity, on the 3,000,000 
shares outst anding as of June 30, includ 
ing 35% of the unearned premium re- 
serve, was $67.63 per share. 


National Union Has 
15% Rise in Premiums 


UNDERWRITING LOSS LOWER 


President MacLean Sees Positive Action 
Needed to Obtain Higher Fire 
and Casualty Rates 
Net premiums written by National 
Union Insurance Companies for the first 
half of 1957 totaled $22,149,344, an in- 
crease of 15% over the $19,208,830 re- 
ported for the corresponding period of 
1956, William MacLean, president, re- 
veals. Mr. MacLean noted that while 
underwriting losses and expenses were 
not as high as during the first half of 
1956, “general underwriting experience 

remains unsatisfactory. 

He said that bec ause of high losses in 
fire and casualty, “the insurance industry 
is faced with positive action to obtain 
rate increases. Because of inflationary 
pressures, it is further necessary that 
present rate-making procedures be im- 
proved so that actual experience will be 
more currently reflected in rates.” 

Net Income Gain 

Net income after taxes for the latest 
six months was equal to $102,780, re- 
flecting a Federal tax refund of $364,428 
obtained as a result of 1956 operating 
losses. This compares with a net loss of 
$405,539 for the first half of 1956. 

A statutory underwriting loss of $2,- 
126,118 was recorded in the first six 
months of 1957 zs against $2,396,739 in 
the comparable 1956 period. Ratio of 
losses and loss expenses to premiums 
earned was 64.8% for the current period, 
compared to 68.1% a year ago. Under- 
writing expenses were 42.2% of pre- 
miums written, compared wae 43.4% for 
the comparable 1956 period. 

Net investment income for the first 
six months of this year was $1,145,389, 
as against $1,124,874 for the comparable 
1956 period. 


Meldrim Promoted by 
Glens Falls Ins. Co. 


Promotion of Robert C. Meldrim to 
manager of the home office inspection 
and audit department of the Glens Falls 
is announced. He is assuming the duties 
of Garry Memmelaar, who is being 
ines to the New York City office 
as a member of its audit department. DS: 
Potter continues as manager of the audit 
division under the supervision of Mr. 
Meldrim. Mr. Meldrim is a veteran of 
over 21 years of service, having been 
employed by the Glens Falls in 1936 as 
manager of the inspection department. 





Springfield F. & M. 
Reports Prem. Increase 
NOTED 


UNDERWRITING iG LOSS 





President Parker ‘Rederts Toll of Wind- 
storms: Fire Rate Relief Expected; 
Expense Percentage Down 


A report to stockholders of the Spring- 
field Fire and Marine and_ affiliates 
shows a continued growth of premium 
income for the company for the first 
six months of this year. Earned pre- 
mium figure, $27,611,287, is a $1,202,600 
increase over last year’s $26,408,681. 

According to S. Dwight Parker, presi- 
dent of the company, Springfield F.& M. 
has had an underwriting loss of $4,048,- 


278 since January, 1957, as compared 


with $3,002,499 for a like period in 1956. 
A breakdown of 1957 figures showed a 
loss ratio of 67.8% and an expense ratio 


S. DWIGHT PARKER 


of 44.4%. Last year’s figures were: loss 
ratio 64.0%, and expenses 46.6%. 

Net investment income for the six- 
month period this year was $1,519,827, 
compared with $1,511,673 for last year. 
Po'icyholders’ surplus dropped from 
$54,653,753 at the end of 1956 to $53,321,- 
(47, while total admitted assets rose to 
an all-time high of $125,916,065. 


Fire, Windstorm Losses 


“Fire insurance has been the principal 
contributor to the underwriting deficit, 
due primarily to abnormally large fires 
during the first six months of this year,” 
Mr. Parker stated. 

“The severe May 
storms (in scattered regions of the 
United States) further added to the 
underwriting loss. Automobile insurance, 
while still experiencing high loss ratios, 


and June wind- 
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shows some improvement over 1956. 
“Management is continuing to take 
vigorous corrective action on all classes 
of insurance suffering high loss ratios, 
which would affect the results favorably 
as time goes on. Fire insurance rate 
relief is anticipated, but its effect in 
1957 will be slight due to the large 
amount of property insurance business 
written for three and five-year terms. 
Increases in automobile rates already 
have been granted in many states and 
rate increases are awaiting approval by 
regulatory authorities in other states. 
Automobile rate adjustments will be 
more quickly felt, since this form of 
insurance is for the most part written 
on a one-year basis,” Mr. Parker said. 


Home Sponsoring Radio 
Program of Jack Benny 


The Home Insurance Company an- 
nounces its sponsorship of the Jack 
Benny CBS radio program beginning 
Sunday evening, September 29, 7:00 to 
7:30 p.m., EDT. By undertaking spon- 
sorship of the Benny show, the Home 
will garner full value of the prestige 
attached to performers of Jack Benny’s 
calibre, plus the advantages of merchan- 
dising, promotion and integrated com- 
mercials that go with the all-time popu- 
lar program. 

In concert with the radio show, the 
Home has developed an extensive mer- 
chandising program for local agents 
which will feature magazine advertising 
and direct mail and radio promotional 
efforts. The supplementary program will 
be announced to Home representatives 
the first week of September. 

The Jack Benny show will be carried 
on all 201 CBS stations from coast to 
coast and will reach an estimated audi- 
ence of 10,815,000 listeners. Special re- 
corded spots, similar to the commercials 
used on the show, will be prepared by 
the Home for use by those agents inter- 
ested in tying in with the show on 
local CBS radio stations. 


July Fire Losses Up 13% 

Estimated fire losses in the United 
States during July amounted to $77,814,- 
OOO, the National Board of Fire Under- 
writers reports. According to Lewis A. 
Vincent, NBFU’s general manager, this 
$77,814,000 loss represents an increase 
of 13.2% from losses of $68,752,000 re- 
ported for July, 1956, and an increase 
of 11.6% from losses of $69,710,000 for 
June, 1957. : 

Losses for the first seven months of 
1957 now total $627,969,000, an increase 
of 7.1% over the first seven months of 
1956, when they amounted to $586,- 
155,000. 


BenJack Cage Returns 

3enJack Cage, former president of 
the defunct ICT Insurance Co. of Dallas, 
returned to Dallas early last week from 
Mexico City and Rio de Janeiro, Brazil, 
to face two indictments alleging em- 
bezzlement of $600,000 and left after 
posting bond for $10,000. 

Mr. Cage also faces a total of $268,045 
in Federal tax liens and subpoenas _ to 
appear before various investigating 
groups, the latest having been issued 
August 17 by a legislative investigating 
committee in Austin. 

Mr. Cage was accompanied on the 
flight from Mevico City by his at- 
torney, M. R. Irion, and was arrested 
by Dallas County officers when his plane 
landed in San Antonio. Mr. Irion de- 
clared that Mr. Cage said “he would 
gladly appear before any investigative 
body.” 

The Dallas grand jury, which brought 
the embezzlement indictments following 
revelations of the sensational ICT col- 
lapse early this year, is scheduled to hear 
Mr. Cage September 3. 











moe oo 


ny 
an- 
ack 
ing 
“£0 
on- 


yme 





Denise 





August 23, 1957 











Page 21 





Wis. Bureau Argues 
For Higher Fire Rates 


BEFORE STATE CIRCUIT COURT 
Appeal Follows 17% Reduction Ordered 


by Commissioner Rogan; Attorney 
General to File Reply 


The order issued by Wisconsin Insur- 
ance Commissioner Paul J. Rogan May 
24, 1956, disapproving all rates and rat- 
ing schedules for fire and extended cov- 
erage insurance filed by the Fire Insur- 
ance Rating Bureau, is wholly unsup- 
ported by the facts or the law, it was 
contended recently by attorneys for the 
bureau. Argument on the rating bu- 
reau’s petition for review of the Com- 
missioner’s disapproval order, which had 
been entered after an extensive hearing, 
was heard July 18 by the Circuit Court 
for Dame County, Madison, Judge Her- 
man W. Sachtjen presiding. 

The bureau had filed a rate schedule 
effective January 1, 1956, which Insur- 
ance Department staff members claimed 


would have increased rates $1,900,000 
a year. 4 
After Mr. Rogan succeeded Alfred 


Van de Zande as Commissioner he sus- 
pended the rates and called for public 
hearings. They were held over a period 
of several months, after which Mr. 
Rogan issued an order requiring a 17% 
fire insurance rates reduction. The bu- 
reau appealed Mr. Rogan’s order to 
circuit court. 

On July 25, 1956, Judge Sachtjen ap- 
proved an agreement between Mr. 
Rogan and the rating bureau whereby 
an 11% rate decrease was put into effect. 
That amounted to an over-all rate de- 
crease of $2,175,551. Fire insurance rates 
were reduced $3,140,215, but extended 
coverage rates were increased $790,576 
and windstorm rates $174,000 for a net 
reduction of $2,175,551. 


Two Questions Raised 


Two major issues to be settled by 
Judge Sachtjen in the present case are: 
How much profit should be permitted ? 
What yardstick should be used in deter- 
mining profit ? 

Insurance companies contend they 
should be permitted an underwriting 
profit of 6% as recommended by the 
National Association of Insurance Com- 
missioners and permitted in all other 
states. Mr. Rogan contends that a 34“%~% 
profit is sufficient. The Commissioner 
claims it is possible to determine a fair 
rate of return by using the ratio of 
premiums earned to losses paid out, 
along with reasonable expenses. 

Bureau attorneys argued that fire in- 
surance rate making requires knowl- 
edge of fire and explosion hazards and 
the application of expert judgment to 
statistical data, to make rates that are 
adequate, reasonable and not unfairly 
discriminatory. They took the position 
that the Commissioner’s order ignored 
the statute regulating fire insurance 
rates and unlawfully attempted to set the 
rates for the various kinds of risks in 
disregard of fundamental rating prin- 
ciples and common sense. 


Effect of Rate Deviations 


According to the attorneys for the 
bureau, the order of the Commissioner 
also failed to take into account that 
some of the companies write at devia- 
tions below the bureau rates. As a 
result, the companies are charged with 
dollars of underwriting profit that were 
actually never earned, and are forced 
to write insurance at rates below a 
Proper rate level. Enforcement of an 
order on this basis, it was contended, 
would deprive the insurance companies 
of their property rights without due 
Process of law. 

Bureau attorneys pointed out that the 
only evidence as to actual underwriting 
profit at the earlier hearing before the 
Commissioner showed that the profit of 
Stock companies on fire and extended 
coverage insurance in Wisconsin for the 
most recent five year period was 5.8%, 
before Federal taxes. The Insurance De- 
partment’s contentions on underwriting 
profit, the attorneys said, were not sup- 


N. Y. Board Losses Rise 

There were 894 losses for $2,874,487 
assigned to the committee on losses and 
adjustments of the New York Board of 
Fire Underwriters in July. This com- 
pares with 707 losses for $1,945,451 in 
the same month last year, an increase 
of 26.45% in number of claims and in- 
crease of 48% in amount. 

For the first seven months of 1957 
Secretary E. C. Niver states there were 
2,583 fire and 2,789 extended coverage 
losses for a grand total of $17,870,273 
assigned to the committee compared 
with 6,608 losses for $13,791,800 in the 
This shows a 
decrease in number of claims of 17.12% 
but an increase in amount of nearly 


30%. 


same period last year. 





ported by factual data and were based 
on hypothetical calculations. 

It was argued that in a risk-bearing 
business such as fire insurance, under- 
writing profit can only be estimated and 
no guarantee of a definite amount is 
possible. It was pointed out that the 
trend of experience in recent years has 
been unfavorable, with most companies 
incurring substantial underwriting losses 
in countrywide operations, particularly 


in windstorm and other catastrophe 
claims. 
Judge Sachtjen gave the bureau 30 


days to reply to the brief filed by the 
Attorney General, who will then have 
an opportunity to make a reply. The 
court will then review the entire matter 
and announced he might call on counsel 
for both sides for additional evidence 
and information if he thinks it necessary 
in view of the statistical nature of the 
case which might bring ,up questions 
that he would have cleared up. 

The Fire Insurance Rating Bureau 
was represented by Robert M. Rieser, 
Madison; E. Harold Hallows, Milwau- 
kee, and James B. Donovan, New York. 
Arguing the case for the Attorney Gen- 
eral, appearing on behalf of Commis- 


sioner Paul Rogan, was Harold W. 
Persons, assistant attorney general of 
Wisconsin. 


Congresswoman Backs Mandatory 


Flood Cover For Target Areas 


Rep. Florence P. Dwyer (R.-N. J.) 
has advanced in Congress a plan for 
mandatory insurance coverage as a 
means of providing a sound actuarial 
base for revival of the Federal Govern- 
ment’s flood insurance program. The 
flood insurance program, authorized by 
the 84th Congress last year, was side- 
tracked earlier this year when the House 
rejected a $14 million appropriation re- 
quest for activation of the program. 

Congresswoman Dwyer, in a letter to 
Albert M. Cole, administrator of the 
Housing and Home Finance Agency, 
asked that his agency’s experts, in a 
forthcoming restudy of the flood in- 
surance program, “explore” the possi- 
bilities of her plan. She proposed that: 

1. All future FHA loans, or other Gov- 
ernment loans for homes, businesses and 
industries, granted in the nation’s seven 
designated flood hazard zones require 
mandatory Federal flood insurance cov- 
erage. 

2. A grassroots educational program be 
formulated whereby persons presently 
owning homes, businesses or industries 
within these seven flood hazard zones 
be fully appraised of the potential danger 
and be encouraged to obtain insurance 
coverage. 


Wants Broad Base Coverage 


Congresswoman Dwyer noted that she 
was one of the members of the House 
“who voted against the initial $14 mil- 
lion appropriation to activate the flood 
insurance program this year. “I took this 
position, not because I was against the 
objectives of such a program, but be- 
cause I felt the program as advanced 
was not sound,” she said. 

“Its main weakness, as I saw it, was 
that it failed to provide the means for 
implementing a broad base coverage that 
would be reflected in lower rates for 
the public.” 

She pointed out that, without the as- 
surance of broad coverage, the rates (as 
high as an estimated $300 per year for 


$10,000 coverage) under the program 
advanced to Congress this year “were 
much too high. The people whom such 
a program was intended to help just 
would not be able to purchase the in 
surance at such rat> 

“It seems to me,” Congresswoman 
Dwyer added, “that the primary aim in 
my restudy of the Federal flood insur- 
ance program must be the finding of 
some means by which the program will 
be assured of an immediate broader 
coverage that will bring the rates down 
to within reach of the average person.” 

She continued: 

“It seems to me that mandatory insur- 
ance in the flood hazard zones wili pro- 
vide the assured broader bas> coverage 
that will make the Federal flood insur- 
ance program more actuarially sound, 
with a resultant lowering of rates to the 
public. 

“I do not believe that this will be set- 
ting a new precedent,” she added. “Under 
FHA requirements at the present, fire 
and wind insurance protection is manda- 
tory. If it is reasonable to require fire 
and wind insurance on FHA mortgages, 
isn’t it just as reasonable that in the 
seven flood hazard zones the Government 
require mandatory flood insurance cov- 
erage! 


BROOME COUNTY CLAMBAKE 

President Walter Ayres of the Broome 
County, N. Y. 
Agents announces that the first 


\ssociation of Insurance 
clam- 
bake to be held jointiy with the insur- 
scheduled for 
Thursday, August 29, at the Mountaintop 
Ayres 
pointed out that while this was the first 


ance adjusters has been 


Grove starting at noon. Mr. 
combined clambake of the Broome Coun- 
ty association that other local insurance 
agents associations affiliated with the 
New York State Association have an- 
nually held such combination affairs. 
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Secretary of All Companies 
In Royal-Globe Group 






Insurance Company of North America 
Companies will commemorate the 150th 
anniversary of the founding of the 
American Agency System of insurance 
selling in ceremonies September 4 at 
Lexington, Ky., home of the first inde- 
pendent insurance agency. North Amer- 
ica was the first American insurance 
company to appoint an independent 
agent to handle its business at the local 
level. 

Civic leaders and stars of the enter- 
tainment world will join John A. Die- 
mand, president of INA, in dedicating 
a memorial, a handsome bronze plaque 
mounted in stone, in honor of Thomas 
Wallace, the first bona fide American in- 
surance agent. Mr. Wallace, a promin- 
ent Lexington merchant, was appointed 
by North America in 1807 to handle 
the insurance business in the thriving 
frontier town of Lexington, thereby 
launching the American Agency System 


































of bringing insurance protection to 
America’s families, businesses and in- 
stitutions. 


BUNYAN Mayor and Others to Attend 


Mayor Shelby 


GEORGE H. 


Kincaid of Lexington 
named sec- a 


: es > ate _ : x ‘ 
George H. Bunyan, newly 2 and other Kentucky citizens will be 
retary of all companies in the Royal- present at the dedication ceremonies 
Globe Insurance Group, has adminis- which will take place at 4 p.m. on the 


campus of Transylvania College. Mr. 


trative charge of production planning and 


North America To Mark Founding 
Of American Agency System Sept. 4 


which was founded in 1780. In addition 
to Mr. Diemand, INA executives who 
will attend are Bradford Smith, Jr., Her- 


bert P. Stellwagen and Edmund L. 
Zalinski, executive vice presidents, and 
Richard G. Osgood, vice president. 


Climax of INA’s day long observance 
of the sesquicentennial will be a nation- 
wide radio broadcast saluting the inde- 
pendent local insurance agents of the 
United States. The 30-minute program, 
which is being presented as a public 
service by North America Companies in 
cooperation with the National Broad- 
casting Co., will describe the founding 
and growth of the agency system and 
will report on its contributions to the 
American economy and society. 

Don Ameche, popular stage, screen 
and television personality, will _ star. 
Frank Blair, NBC radio and television 
news commentator, and Walter O’Keefe, 
comedian, singer and actor, will be co- 
hosts and the Band of Stars will provide 
musical background. Other personalities 
from the entertainment world will also 
be heard. 

The program will originate from the 
new auditorium of Transylvania College 
in Lexington from 7:30-8:00 p.m. Lex- 
ington time (8: 30-9 :00 Eastern Day- 
light Time). Kentucky insurance agents 
and their wives will be guests at the 
broadcast. 






























. ere Wallace was a trustee of the college 
research. He joined the group in 1934 
and recently served in the Pacific de- §=——W— —- 
partment as agency secretary with gen- Indiana; Walter J. Reynolds, Springfield, 


production duties. He is a graduate Massachusetts; Alan C. Riebe! 
Portland, covering Oregon; Wilbur A. 
Rothman, Harrisburg, central Pennsyl- 
vania; J. K. Schultz, Wheeling, covering 
West Virginia and southeastern Ohio, 
and George E. Spencer, St. Louis, east- 
ern Missouri and southern Illinois. 


eral western 


of Wesleyan University. 


New Fire Special Agents 
Assigned to Aetna Field Posts 


Field assignments of new special agents 


in the fire division of Aetna Casualty i 
& Surety and the Standard Fire have Charles Hill Made 
been announced by Olaf Nordeng, vice 


Am. Group Special Agent 


president. : 
Charles Hill has been appointed spe- 


Headquarters and territories of the 


special agents, who recently completed a cial agent in the South Bend service 
one-year home office training program, office of The American Group, it was 
are: Alfred D. Bruce, Jr., Philadelphia, announced by William F. Koch, resident 
southern New Jersey; W. Dean Ehlert, vice president of the Indianapolis branch. 
Cleveland, northeastern Ohio; Thomas Mr. Hill, a native of Indiana, received 
F. Foley, Detroit, WW ayne County, Mich- his formal education in Indianapolis. 
igan; Perry H. Humphrey, Dallas, south- During the war he served in the Feld 
ern Texas; Frederic C. Ives, headquar- Artillery and after completion of his 
ters at Washington, covering D. of C., military service spent six years with 
Maryland and northern Virginia. the Indiana Audit Bureau. Prior to 


Also George H. Jacobs, Louisville, cov- 
ering Kentucky and part of Indiana; 
Max G. Nierste, Indianapolis, covering 


joining The American he was a fieldman 
and special agent for another company 
for the past two years. 
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National Names Lukes 


Robert F. Lukes has been appointed 
associate state agent for the National of 
Hartford in Indiana. Mr. Lukes, who 
is a native of Chicago, is a graduate of 
the Illinois Institute of Technology and 
started his insurance career in 1946 with 
Marsh & McLennan in Chicago. Later 
he went with another stock company as 
special agent in Chicago and Indian- 
apolis, and in 1953 he joined a general 
agency as a fieldman in Indiana, 

Associated with Mr, Lukes at the Na- 
tional of Hartford’s Indianapolis office 
are Manager E. P. Ressler and Associate 
State Agent Robert Hedlund. 


Aetna Agents Garrett and 
McNabb Switch Territories 


Transfer of Special Agent Charles A. 
Garrett, Jr., from Amarillo, Texas, to 
Jackson, Mississippi, and of Special 
Agent Millard L. McNabb from Jackson 
to Amarillo has been announced by 
President Clinton L. Allen of the Aetna 
Group. 

Both fieldmen are native Texans and 
graduates of the Aetna’s multiple line 
training school. Mr. Garrett attended 
Texas Tech. and Baylor University. 
After a tour of duty in the Army, he 
returned to Texas and was associated 
for two years with the fire insurance 
division, doing rate work throughout the 
state. He joined the Aetna in Septem- 
ber, 1955, and was assigned to the West 
Texas territory. 

Mr. McNabb is a graduate of West 
Texas State University and joined the 
Aetna shortly after returning to his na- 
tive state from two years in the Army. 
He was appointed special agent in Mis- 
sissippi in September, 1956. 





Holmgren Retires From 
St. Paul in Kentucky 


The St. Paul Fire and Marine an- 
nounces that State Agent I. J. Holmgren 
retired this month under the com- 
pany pension plan. He has been assigned 
to the Kentucky field since joining the 
company in December, 1935, with head- 
quarters in Louisville. Hughlette Jack- 
son, who has been assistant to Mr. Holm- 
gren for six years, succeeds him. 

The company also announces the open- 
ing of an additional field office in Vir- 
ginia with offices in the Mountain Trust 
3uilding, Roanoke, which will be occu- 
pied by Special Agent James C. Cham- 
bers, Jr. State Agent W. A. Sale, will 
continue to have full supervision of the 
state from the company’s headquarters 
in Richmond. 


H. A. GORDON MGR. IN KENTUCKY 

Harry A. Gordon, Loyalty Group spe- 
cial agent in Oklahoma, has been trans- 
ferred to Louisville to become branch 
manager in Kentucky for the Loyalty 
Group. He fills a vacancy caused by the 
resignation of Milton Magruder, for- 
merly a state agent. 
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Atlantic Companies’ 

Assets at New High 
PREMIUMS UP 9% TO RECORD 
Consolidated Assets $79,921,625 on June 


30; Underwriting Profit of $269,000 
for First Six Months 











Consolidated assets at June 30 of the 
Atlantic Companies (Atlantic Mutual 
Insurance Co. and Centennial Insurance 
Co.) stood at a record $79,921,625, an 
increase of $3,526,089 from June 30 of last 
year. Net premiums written for the 
period amounted to $18,217,588, also a 
record, and 94% over premiums of 
$16,646,793 for the first six months in 
1956. 

Claims continued to run at a_ high 
level. The combined claims and claims 
adjustment expenses incurred, after rein- 
surance, were 61.47% of net earned pre- 
miums compared to 60.24% for the same 
period in 1956. The ratio of expenses 
incurred to net premiums written was 
36.87% compared with 36.92%. 

Profit I; Reduced 

Due to the continuing upward trend 
of claims, underwriting profit was re- 
duced to $269,000, compared to $409,000 
last year, while, at the same time, divi- 
dends accrued amounted to $1,519,871, an 
increase over the $1,364,488 for the first 
six months of 1956. Increased claims 
were the principal factor in reducing 
policyholders’ surplus to $26,763,000 from 
$27.187.000 at the close of 1956, a decrease 
of $424,000. 

Consolidated unearned premium re- 
serve amounted to $22,644,106, compared 
with $20,375,923 at the close of 1956 and 
gross premiums written were $24,104,000, 
an increase of 9% over 1956's $22,041,000. 


Gerrard S. Lee Dies at 48 


Gerrard Spencer Lee, 48, vice presi- 
dent and secretary of the Metropolitan 
Fire Assurance of Hartford, died last 
Friday at Hartford Hospital after a short 
illness. 

Born in New York City, he attended 
the Lycee Lakana, Paris, and was gradu- 
ated from Culver Military Academy. He 
received a B.A. degree at Yale Univer- 
sity in 1933. He was a member of Alpha 
Sigma Phi fraternity. He was associated 
for several years with the sales depart- 
ment of the Hartford Machine Screw 
Co. before joining the Metropolitan Fire 
in 1947. He was a member of the Hart- 
ford Golf Club, University Club, was 
active in the Junior Achievement Award 
program, a member of Company B, Con- 
necticut State Guard in 1940-41. 

He leaves his wife, Mrs. Margaretta 
G. Cope Lee; a son, Gerrard S. Lee, Jr.; 
a daughter, Miss Virginia Gaither Lee, 
and a brother, James S. Lee of Hart- 
ford, executive vice president of United 
Aircraft Export Corp. 


Brooks Special Agent of 
Rhode Island Mutual 


William H. Brooks has been appointed 
special agent of the Rhode Island Mu- 
tual of Providence, R. I., for Maine, 
New Hampshire and Vermont with 
headquarters in Contoocook, N. H. 

A native of Boston, Mr. Brooks at- 
tended Braintree High School and the 
Tilton School in Tilton, N. H. After 
graduation from Tufts University in 
1954, he was commissioned a lieutenant 
in the U. S. Air Force. Since 1956 he 
has been engaged in training courses at 
the company’s home office in Providence 
and in actual field work in Rhode Island. 


Bié Bill 
(Continued from Page 19) 


proving standards of living and educa- 
tion being experienced all over. 
“These good world trade conditions 
have meant constant and full employ- 
ment for all of the Bureau surveyors in 
the various ports of the world not oc- 
cupied on new shipbuilding, and, also, 
those. stationed at shipyards, steel mills 
and in the boiler and engine shops.” 
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It shows—dramatically—how replacement costs have risen. 
It points out—authoritatively—the loss homeowners could 
suffer if not insured to full value. It helps you sell—quickly— 
the extra insurance most homeowners need. 

For example, this easy-to-use chart shows that a $10,000 
home built in 1946 would cost $15,200 to replace today! 
The Home Insurance Company has supplied its agents and 
brokers with copies of this Estimating Chart, based on 
figures supplied by F. W. Dodge Corporation, the nationally 
known source of construction information. If you do not 
have yours yet—if you want extra copies—ask your Home 

fieldman or write— 


woe HOME 


(fasurence Company 
Home Office: 59 Maiden Lane, New York 8, N. Y. 
FIRE e¢ AUTOMOBILE e« MARINE 
The Home Indemnity Company, an affiliate, writes 
Casualty Insurance, Fidelity and Surety Bonds 





A stock company represented by over 40,000 independent local agents and brokers 











Hanover Premiums 
Rise in First Half 


ASSETS ALSO SHOW INCREASE 





Underwriting Loss Shown; President 
Sammons Says Rate Increases 
Should Improve Experience 





The Hanover Fire of New York re- 
ports assets of $69,222,868 as of June 
30 compared with $67,332,291 at mid- 
year in 1956. Due to a large gain 
in unearned premiums and. also an 
increase in losses in process of adjust- 
ment the surplus to policyholders de- 


= 


F. ELMER SAMMONS 


clined being $26,691,220 against $29,170,- 
987 on June 30, 1956. The reserve for 
unearned premiums is $27,254,909 com- 
pared with $24,582,663 a year ago. 

Premiums written during the first 
half of 1957 amounted to $17,264,823 
against $14,722,585 in the same months 
last year. Earned premiums in 1957 
were $15,719,163. After losses and ex- 
penses incurred there was an_ under- 
writing loss of $1,658,564 as against an 
underwriting loss of $1,608,829 last year 
in the first six months. The loss this 
year from underwriting and investment 
is $784,506, almost the same as last year 

President F. Elmer Sammons in a 
report to stockholders, says that pre- 
miums increased $2,542,438, or 17.27% 
“Unearned premium reserve increased 
$1,545,660. That amount of increase 
plus losses occurring in several catastro- 
phic storms resulted in an underwriting 
loss of $1,658,464, compared with 
$1,608,829 in 1956. Included in amount 
of losses is a reserve for claims result- 
ing from the Hurricane Audrey, which 
occurred on or about June 26-27. All 
of these claims were reported after 
June 30. 

“nm : ° $O7 <9 

Gross investment income was $874,058, 
an increase of $51,739 or 6.29%. A Fed- 
eral income tax refund of $384,000 is the 
result of 1956 operations, obtainable 
through carryback provision of Federal 
income statutes. 

“Rate increases recently put into effect 
should improve our underwriting experi- 
ence. Barring another series of disas- 
ters, the results for the entire year 
should improve in view of the fact that 
this brief report is calculated on a 
conservative basis.” 


31 BACK TERM RULE CHANGE 

Thirty-one states have now approved 
the revised 85% multiple for term fire 
and allied lines policies. In the Eastern 
field these include Maine, Maryland, 
Massachusetts, New Hampshire, Rhode 
Island and Vermont. 
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Atlantic Companies Continuing 


Ad Program To Aid Local Agents 


The Atlantic Companies of New York 
are continuing for the third year the 
successful and popular agents’ advertis- 
ing program, according to President 
Miles F. York. He says that the new 
campaign was especially designed so that 
members of the National Association ot 
Insurance Agents can tie-in with the 
national advertising currently being 
planned by the NATA. He said that the 
need for local tie-in advertising on the 
part of the local agent has become “even 
more urgent” because of the increasing 
competitiveness of the insurance busi- 
ness. 

He added that the 1957-58 Atlantic 
program, consisting of six advertise- 
ments, can be used with the 18 ads 
previously available. Of the six new 
ads, three are now ready and are en- 
titied: “Have Your Insurance Protection 
Near-by”; “Choose an Experienced 
Guide,” and “Can You Get Insurance 
Protection Exactly to Your Needs?” 

Agents, said Mr. York, may receive 
reprints of the advertisements free of 
charge, or may order newspaper mats at 
cost. The advertisements are in two 
sizes: ll-inch x 3 columns, intended for 
use by local associations, and 7-inch x 
2 columns, for individual agents 

At the same time Mr. York reported 
that the Atlantic Companies have com- 


pleted testing a new contest idea that 
can be used in conjunction with the ad 
program, to help stimulate community 
interest in the independent insurance 


agent. He said the contest had proven 
” recently when it was 
tried by the Essex County (N. J.) Insur- 
ance Agents Association. 


“a great success 


Excelsior Improvement 
In Underwriting Results 


Excelsior Insurance Co. of New York 
reports considerable improvement in its 
underwriting results for the first six 
months of 1957 according to Forrest H. 
Witmeyer, president, following the quar 
terly directors’ meeting at the home 
office in Syracuse. Mr. Witmeyer points 
out that during six months of this year 
Excelsior’s total of losses and loss ex- 
pense incurred to net premiums earned 
was 598% compared with 79.4% a year 
ago—a reduction of 17.6 points. ; 

The over-all result is that Excelsior 
had a statutory underwriting loss of 
only $26,367 during the first six months 
compared with loss of $130,914 in si 
months of 1956. The 1957 underwriting 
loss was more than offset by net in 
vestment income of $41,569 during the 
same period, plus realized capital gains 
on sale of securities of $31,690—a total 
of $73,259. 

As of June 30 the company had $1.24 
of policyholders surplus for each dollar 
of unearned premium reserve and $2.08 
of net assets for each dollar of liabilities. 
It also continues at mid-year its tradi 
tionally strong and liquid financial posi 
tion by showing in its statement govern- 
ment and other high-grade bonds and 
cash of $1,538,495 against total liabilities 
of $1,482,483. 











MILES F. YORK 


Mr. York explained that Atlantic pro- 
vides advertising material for agents 
because “we have always believed whole- 
heartedly in the value of the agency 
system.” He said Atlantic—in continuing 
the program—was simply trying to help 
the independent agent in every way pos- 
sible to present his story “forcefully to 
the American public.” 


Browne’s Business School 


Offers Insurance Course 
Bernard G. Werbel, coordinator of 
general insurance courses in several 
schools and colleges, announces that en- 
rollment has begun for another general 
insurance course to be given at Browne’s 
Business School. Prospective insurance 
brokers and agents can qualify for the 
New York state examination by attend- 
ing this qualifying course. 

The course will commence on Septem- 
ber 4. Classes will be held on Monday, 
Wednesday and Friday evenings from 
7 to 10 o'clock. It will prepare the stu- 
d-nt for the examination to be given on 
December 13 

The classrooms are located at 221 
Hempstead Turnpike, West Hempstead, 
Long Island. Tuition is $75. 


PRODUCERS’ REVIEW CLASS 

The Home Insurance Co. will conduct 
a review class for students planning to 
take the New York State brokers’ and 
agents’ examination. This review will 
be held on Thursday evening, Septem 
ber 5, from 6 p.m, to 9:30 p.m. at the 
Hote] McAlpin in New York City, ac- 
cording to James D. Megna, educational 
supervisor, metropolitan department of 
the Home, 





JAMES C. JAMIESON DIES 


Prominent New Jersey Agent Was 
Active in Legislature as Leader 
of Democratic Minority 
James C. Jamieson, prominent New 
Tersey insurance agent and company 
fieldman and former minority leader in 
the New Jersey legislature, died last 
week at the Newton Memorial Hospital 
in Newton. He was 49 years of age. At 
the time of his death he owned and 
operated two insurance agencies, Flem- 
ing & Jamieson in Hackettstown and the 
Blairstown Agency in Blairstown which 
he had purchased some vears ago from 

Judge A. B. Craig. 
In. addition to his wife, Ruth, he is 


survived by a son, Matthew; a daughter, . 


Maryalice, and three brothers, Ronald F. 
of Washington. N. J., Robert B. of 
Greensboro, N. C., and the Rev. Herbert 
Jamieson of Bailey, N. C. 

Mr. Jamieson, a Democrat, served as 
minority leader during the 1952 session 
of the legislature. He was first elected 
to the assembly in 1947 and was re- 
elected three times. He had formerly 
served on the Blairstown township com- 
mittee. 

At the time of his death, Mr. Jamieson 
was member of the State Water Policy 
and Supply Council, serving a four-year 
term scheduled to expire in 1960. He was 
also vice chairman of the Warren County 
Planning Board and a recently elected 
trustee of Blairstown Academy. 

Born in Mountain View, N. J., he was 
the eldest son of the late Rev. James 


Jamieson and Alice Landraff Jamieson. 


Two St. Louis Agents do Fine 
P.R. Job for Ins. on Radio 


Ed Grant and James Evans of the St. 
Louis agency of Buschman-Jennings- 
Trout Insurance Agency, did a fine 
public relations job on behalf of capi- 
tal stock insurance in a recent half 
hour radio program, arranged by the 
civil activities committee of Station 
WEW in cooperation with the Insurance 
Board of St. Louis of which their agency 
is a member. 

The program, which consisted of a 
series of questions and answers regard- 
ing insurance needs and the protection 
afforded by capital stock companies, 
brought many favorable comments from 
listeners. In fact, the public response 
Was so encouraging that B. G. Gregory, 
executive secretary of the board, has 
suggested a program of subjects and 
speakers which could be integrated by 
the Insurance Board into public service 
programs on other radio and TV sta- 
tions in the St. Louis area. 


KALAMAZOO ELECTION 

Tony Zwart of the Walter-Burchette- 
Zwart agency has been elected president 
for the coming year of Kalamazoo Asso- 
ciation of Insurance Agents, succeeding 
Charles Garrett, Jr. of the Garrett 
agency. Other new officers are vice 
president, Ben Maher, Maher agency; 
secretary, Frank P. Kavanaugh, Jr., 
Kavanaugh agency. and treasurer, Rob- 
ert Topp, Rankin-Pierce agency. Henry 
Westerville was named executive com- 
miteeman. 


BROOKLYN OUTING SEPT. 12 

The Brooklyn Insurance Brokers Asso- 
ciation will hold its annual golf outing 
Thursday, September 12, at the Garden 
City Country Club, Garden City, L. I. 
Dinner will follow the tournament. Rob- 
ert McKinnon, 528—86th Street, Brook- 
lyn 9, is chairman of the golf commit- 
tee. 


HAMILTON MADE CONSULTANT 

Harold W. Hamilton, Jr. has been 
appointed to the new position of insur- 
ance consultant and real estate advisor 
in charge of sales for the John W. 
Baird Co., realtors, insurers and ap- 
praisers, Buffalo, N. Y. 

Mr. Hamilton, a native of Buffalo 
and graduate of Colgate University, has 
been with the Buffalo Fire Office Inc., 
general insurance concern, for the last 
seven years. 
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E. H. DRIGGS, JR., DIES AT 62 


Prominent Golfer and Former Princeton 
Baseball - Football Star Was Vice 
President, Marsh & McLennan 
Funeral services weer held Monday, 
August 19, at the Reformed Church of 
Bronxville, N. Y., for Edmund H. Driggs, 
Jr., vice president of Marsh & Mc- 
Lennan, who died of a heart attack Au- 
gust 15 after leaving his Bronxville 
home for his office in New York City. 
He was 62 years of age. He joined 
Marsh & McLennan as an assistant vice 
president in 1941 and had served as vice 

president for eight years. 

Mr. Driggs was a graduate of Prince- 
ton University in 1917 where he was 
captain of the baseball team and also 
a star football player, being named on 
several All-American teams. After grad- 
uating he took up golf and became a 
champion at that sport. 

Mr. Driggs won metropolitan and New 
York State amateur golf championships. 
He was secretary of the United States 
Seniors Golf Association, a member of 
the United States, Metropolitan and 
Father - Son Golf Associations, a former 
president of the Sleepy Hollow Country 
Club of Scarborough-on-Hudson and a 
member of the Pine Valley Country 
Club in New Jersey, the Blind Brook 
Country Club of MHarrison and_ the 
Bronxville Field Club. 

Surviving are his widow, Sheila, three 
daughters, three sons and eight grand- 
children. 


Michigan Agents Planning 
Sept. 16-17 Convention 


Plans are shaping up for the 59th 
annual convention of the Michigan As- 
sociation of Insurance Agents to be held 
Sept. 16-17 at the Grand Hotel, Macki- 
nac Island. A large attendance is ex- 
pected despite the greater distance from 
urban centers than the usual convention 
sites, Detroit and Grand Rapids. The 
National Association’s ambitious adver- 
tising project is to be explained fully and 
it is anticipated that Michigan participa- 
tion on a broad scale will be voted. | 

M. Frank McCaffrey, Detroit, confer- 
ence committee chairman, will provide 
what is expected to be an exceptionally 
interesting report in view of current con- 
ditions in the fire field. : 

Larry Rubin, secretary of the Macki- 
nac Bridge Authority, has a place on the 
program to describe the huge project, 
within two months of completion, which 
will link the upper and lower peninsulas 
of Michigan physically for the first time. 
The giant span, longest suspension-type 
bridge in the world, crosses the straits 
between Mackinaw City and St. Ignace, 
and is plainly visible from Mackinac 
Island. 


ARTHUR W. WHALLEY DIES 

Arthur William Whalley, 65, president 
of John A. Whalley & Co., general in- 
surance agency, died at his home in 
Seattle, Wash., after a long illness. He 
had been active in insurance since 1906. 
He was a former secretary and treasurer 
of Northwest General Agents’ Associa- 
tion for 20 years and a former member 
of Fire Underwriters’ Association. 
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Atlantic Inland Manager 
At Midwest ivision 





FRANK B. LONG 


Frank B. Long has joined the Atlantic 
Companies—comprised of the Atlantic 
Mutual and the Centennial—as inland 
marine manager of the Midwest division, 
Robert M. Perce, vice president and gen- 
eral manager of Atlantic’s Midwest, re- 
ports. Mr. Long’s headquarters will be 
located here at 223 West Jackson Boule- 
vard, Chicago. 

Mr. Long, a native of Chicago, has 
been in the inland marine business in 
the Midwest area since 1931, serving suc- 
cessively the Automobile of Hartford, 
the Fireman’s Fund and Crum & Forster. 

At the same time, Mr. Perce an- 
nounced appointment of Thomas R. 
Keegan as special accounts representa- 
tive in the Midwest. Mr. Keegan has 
also had many years of Midwestern ex- 
perience and has been with Atlantic in 
a production-underwriting capacity since 
1949. He will now devote full time to the 
development and handling of marine and 
multiple line business throughout the 
entire Midwest area. 


Federation Executive 
Committee Meets Sept. 14 


The executive committee of the Insur- 
ance Federation of New York, Inc., will 
meet on Saturday, September 14, at 
5:30 p.m. at Grossinger’s, near Liberty, 
N. Y. This meeting will be held during 
the annual fall get-together, scheduled 
for September 13-15. John C. Weghorn, 
head of his own agency in New York 
City, is chairman of the committee. 


Jackson Operations 


V.P. of Service Cos. 


John J. Jackson has been named vice 
president in charge of operations of 
Service Fire of New York and Service 
Casualty of New York. The Service in- 
surance companies, subsidiaries of C.I.T. 
Financial Corp., provide automobile phys- 
ical damage insurance exclusively. 

Mr. Jackson was elected a vice presi- 
dent of the Service insurance group in 
1953 and had been in charge of under- 
writing. He is a member of the board of 
directors of both companies. 

J. J. Duhamel is named an assistant 
vice president to succeed Mr. Jackson 
in charge of underwriting. 


JOINT D. OF C. OFFICES 

The District of Columbia Association 
of Insurance Agents and the D. C. Life 
Underwriters Association have opened a 
joint office in the Investment Building, 
Ith and “K” Streets, N.W. Nancy Lit- 
tlehales will be in charge of the office. 
Huntington T. Block is president of the 
DCAIA, 











Attention: 


All Royal-Globe Agents 


Are You Aware of 
the Royal-Globe 
Agents’ School? 


The education that the Royal-Globe gives 
to its “Multiple-Line Fieldman” trainees 
has long been the high standard of the 
insurance industry. 


Less well-known is the fact that twice a 
year the same training facilities and the 
same faculty are available to Royal-Globe 
agents tuition-free. 


ROYAL-GLOBE AGENTS’ SCHOOL 
has several advantages: 


1. Complete MULTIPLE-LINE curriculum. 

Seven weeks of concentrated training organized with 
the “know-how” acquired by years of developing 
special agents. 

2. CASE STUDY method of instruction. 

Learn to analyze the overall risk, the way you must 
actually do it in practice. 

3. Emphasis is on BASIC INSURANCE EDUCATION, rather 
than sales techniques. 


R-G believes that knowledge of product is the best 
producer of sales. 


If you are interested in improving your knowledge 
of your product, or if you have a young trainee in 
your office whom you would like to have trained for 
you, write to our Education Dept. for our course bro- 
chure or ask your R-G Multiple-Line Fieldman for 
information. He can tell you a lot about this course 
because he is a graduate of a similar one. 






FIRE * MARINE * SURETY 


150 WILLIAM ST.. NEW YORK 38. N.Y. 


ROYAL INSURANCE COMPANY, LTD. * THE LIVERPOOL & LONDON & GLOBE INSURANCE COMPANY LTD, 
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INSURANCE COMPANY * THE BRITISH & FOREIGN MARINE INSURANCE COMPANY LTD. » THAMES 
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More NAIA Convention 


Speakers Are Announced 
Complete roster of speakers for two 
of the three works hop programs at the 
National Association of Insurance Agents 
6lst convention in Chicago, September 
9-11, at the Conrad Hilton Hi ‘tel, are 
announced by President Robert E. Bat- 
tles. The workshop on “Sales” will be 
held Monday, September 9, beginning at 
3 p.m 

Speakers on the program include 
Frank E. Kinzer of Covington, Va., wh« 
will speak on “Small Town Salesman 
ship”; Harold R Silvey of Los Angeles, 
who will speak on “Meeting Direct 
Writer Competition Head On.” and 
Elmer Wheeler, Dallas, whose subject is 
“Selling Dangerously.” 

The Tuesday workshop, beginning at 
9:30 a.m., will be on “Agency Perpetua- 
tion, E xpans ion and Vitalization.” Speak 
ers include David Schenck, CPCU, of 
Greensboro, N. C., whose subject is “Are 
We Losing the Manpower Battle by 
Default”: Robert Maxwell of Texarkana, 
A\rk., whose address is entitled, “Blue- 
prints for Tomorrow,” and Guy Fergason 
of Chicago, who will speak on “Tomor- 
row’s Problems and Tomorrow’s Man- 
agement.” 

\dvance registration for the three-dav 
convention indicate a record crowd will 
be in attendance 





BLUE GOOSE TO GATHER 





Program Completed for 51st Grand Nest 
Meeting Next Week in New Orleans 
of Fire Fraternity 

The completed program for the 5lst 
annual Grand Nest meeting of the Hon- 
orable Order of the Blue Goose, Inter- 
national, to be held at the Roosevelt 
Hotel in New Orleans, August 26-28, has 
been released by General Convention 
Chairman Alvin Shepherd. All indica- 
tions, says Mr. Shepherd, point to the 
biggest meeting in the history of the 
order. An attendance of close to 800 is 
expected 

There will be an informal get-together 
and cocktails for early arrivals Sunday, 
August 25, at 6:30 p.m., in the grand 
ballroom of the Roosevelt. Outstanding 
events include the international golf 
tournament; “Fais Do Do”’—cocktails, 
buffet and entertainment; night flight 
on the Mississippi River (sponsored by 
the Mississippi Pond), and the Good Fel- 
lowship banquet at the Roosevelt. There 
will also be sightseeing tours of the 
city and special entertainment for the 
ladies. 

The business sessions of the conven- 
tion begin Tuesday morning, August 27 
Victor H. Schiro, commementa at large in 
New Orleans, will give the address of 
welcome, with Grae Supervisor Robert 
L. Fenerty and James F. Miazza, gen- 
eral manager of General Adjustment 
Bureau in the Southwest, making the 
responses. The memorial service will be 
held that morning, followed by the model 
initiation 

That afternoon introduction of past 
and present officers will be made and 
Most Loyal Grand Gander Jules E 
Simoneaux of New Orleans and other 
officers will present their repo rts 

On Wednesday morning there will be 
reports of pond pe from the 
United States and Canada, election and 
installation of officers and selection of 
the 1958 convention city. The convention 
ends with the Good Fellowship banquet 
that night. There will be ample time 
during the grand nest gathering for 
sightseeing in New Orleans. 


Kenney Returns to H. O. 

Laurence A. Kenney, a vice president, 
has been appointed assistant to Vice 
President E. B. Gill, director of produc 
tion, Glens Falls. Mr. Kenney returns 
to the home office to replace Robert P 
ee assistant to President George 
D. Mead and Vice President F. A. Rob- 
erts. Mr. Kenney who joined Glens Falls 
in 1920, was made vice president in 
1955, directed the company’s fire and 
casualty operations for the central de- 
partment, Chicago office. 
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C.LT. Report On Earnings For 
First Six Months Of This Year 


1956 and $190,534,646 at December 1, 1956, 
the report noted. 

“We anticipate an active automobile 
market during the balance of the current 
model year, as dealers reduce their in- 


C.I.T. Financial Corp. reports net earn- 
ings of $19,253,213, equivalent to $2.10 a 
common share, for the first six months 
of 1957, compared with $18,677,437, or 
$2.04 a common share for the first six 
months of 1956. These operating earnings 
—after taxes, charges and reserves— 
were higher than for any previous six 
months’ period. 

Arthur O. Dietz, president, in a report 
issued to stockholders today, said the 
outlook is good for a continued satis- 
factory volume of business during the 
remz ainder of the current year. Mr. Dietz 
said that “from an earnings st indpoint, 
supported by our becidcer of deferred 
income, 1957 gives promise of being one 
of the best years in C.I.T.’s half-century 
of business existence.” 

In commenting on the general rise in 
operating expenses, including the higher 
level of interest rates that has increased 
the corporation’s cost of borrowing 
money, Mr. Dietz said that C.I.T. has 
continued to make upward adjustments 
in its own rate structures. 

Deferred income and unearned pre- 
miums, which are the backlog of future 
gross earnings from financing and insur- 
ance operations, reached a record high 
of $195,164,652 at June 30, 1957. This 
compared with $188,701,775 at June 30, 


ventories,” Mr. Dietz said. “This should, 
in turn, generate a good volume of retail 
financing.” 

Total net premiums written by the 
Service Insurance Companies — which 
make available fire, theft and collision 
insurance in connection with C.I.T.’s au- 
tomotive financing operations—amounted 
to $20,979,406 in the first six months of 
this year, compared with $24,924,098 in 
the corresponding 1956 period. Unearned 
premiums of these subsidiaries totaled 
$52,495,342 at June 30 of this year, com- 
pared with $60,553,255 a year earlier and 
$56,245,297 at December 31, 1956. 

As has been the case throughout the 
insurance industry, the frequency of 
physical damage claims continues high, 
and the increased cost of automotive 
parts and labor has contributed to high 
claim costs, the report stated. Regulatory 
agencies in a majority of the states have 
recently approved premium increases, 
however, and this upward trend of pre- 
mium rates will benefit the Service Com- 
— in future years, the report pre- 
dicts. 





Crum & Forster Names 


McLaughlin in New York 


Crum & Forster have named Donald 
F. McLaughlin as inland marine and 
multiple peril supervisor in New York 
State to replace Bruce N. Beehler who 
is promoted to inland marine manager 
in the Allegheny-Ohio department office 
at Pittsburgh. 

Mr. McLaughlin has had more than 
ten years’ experience as an underwriter 
and producer and recently has been 
traveling New York State for another 
company. 


Standard for Garages 
Issued by the NFPA 


A revised Standard for Garages, NFPA 
No, 88, has been released by the Na- 
tional Fire Protection Association fol- 
lowing its recent adoption by special 
action of the association’s board of direc- 
tors on July 1. 

The standard is intended to provide 
reasonable measures for the conrtol of 
fire hazards in garages. It deals not 
only with construction and arrangement 
of garages, but with automatic sprinkler 
and other forms of protection. It distin- 
guishes widely between storage gar- 
ages used for parking only where the 
fire hazard is not as great and those used 
for repair operations where there may be 
considerable hazard requiring special 
safeguards. Gasoline pumps inside gar- 
ages are severely restricted in the inter- 
est of fire safety. 

A preamble to this standard deals 
with private residential garages and 
largely exempts them from the safe- 
guards which have been heretofore con- 
sidered essential. 

NFPA No. 88 in its present form is 
the result of a long-continued study by 
the NFPA committee on garages under 
the chairmanship of Elmer Reske of the 
Cook County Inspection Bureau, Chicago 
The revised edition replaces the original 
standard adopted by the NFPA in 1927. 
NFPA No. 88, 24 pages, 43% by 7% 
inches, costs 50 cents. 


Maritime Administration’s 


War Risk Pamphlet 


A new pamphlet on marine war risk 
insurance has been published by the 
Maritime Administration in Washington. 
The 24-page pamphlet entitled “Crew 
War Risk Insurance, World War IT and 
After,” contains the history of crew war 
risk insurance, including details with re- 
spect to each type of risk covered, pro- 
cedures used in processing claims, the 
identification of persons covered, and 
the nature and extent of coverage pres- 
ently afforded seamen employed on ves- 
sels operated by the Maritime Admin- 
istration and on tankers operated by the 
Military Sea Transportation Service, as 
well as necessary provision for coverage 
in the event of a future emergency. 

This pamphlet will be of particular 

value to ship owners and _ operators; 
maritime labor unions; insurance bro- 
kers, and underwriters. The publication 
may be purchased from the Sales and 
Distribution Branch, U. S. Department 
of Commerce, Room 6327, Commerce 
3uilding, Washington 25, D. C 
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1956 Inland Figures 


(Continued from Page 1) 


ratio of 42.08% for 1955. 

For the period of the last five years 
inland marine written premiums totaled 
$1,659,760,385 and paid losses $804,999,480 
for a ratio of 48.50%. For the five year 
period ending December 31, 1955, the loss 
ratio was 47.01%, and fora ‘similar period 
ending December 31, 1954, the ratio was 
45.01%. 

There was a sharp drop in personal 
property floater premiums last year, the 
written premiums being $41,847,352, 
against over $51,000,000 PPF premiums 
in 1955. Earned premiums last year were 
$50,288,240, paid losses $34,666,681 and in- 
curred losses $32,480,875. The 1956 loss 
ratios were as follows: paid to written 
premiums, 82.84% tT to premiums 
earned 68.94% and ‘incurred to premiums 
earned, 64.59%. The following table 
shows the comparable statistics for the 
last five years: 
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REPORT OF PERSONAL PROPERTY FLOATER 
COMBINED RESULTS FOR THE FIVE YEARS 1952-56 


Ratio of Losses 


Paid ai Incurred 

to to to 

Written Earned Paid Incurred Prem. Prem. Prem. 
Year Premiums Premiums Losses Losses Written Earned Earned 
1952 Beg 51,711,985 $ 45,973,914 $ 27,059,917 $ 26,913,005 52.33 58.86 58.54 
PESS cen 55,547,020 50,149,393 26,904,029 26,427,955 48.43 53.65 52.70 
1954. 1:0, $0,126,972 52,457,526 32,643,305 34,897,476 65.12 62.23 66.53 
TOSS) 7a 6 Hp 129,797 52,920,505 35,777,698 35,828,883 69.97 67.61 67.70 
2956. ... 847,352 50,288,240 34,656,681 32,480,875 82.84 68.94 64.59 
Total . "$280" 363,126 $251,789,578 $157,051,630 $156,548,194 62.73 62.37 62.17 


For 1956 personal property floater re- 
sults for some states were as follows, on 
the basis of losses incurred to premiums 
earned: New York-Bronx, 53.77%; Kings 
County, 61.63%; Queens County, 58.38% ; 
New York County, 50.15%, and re- 
mainder of state, 85.55%. For New Jer- 
sey the entire state loss ratio, incurred 
to earned, was 67.41%; for Pennsylvania, 
69.61%; for Baltimore city and county 
in Maryland, 89.64%, and for remainder 
of Maryland, 60.42%. 

For Connecticut the loss ratio, in- 
curred to earned premiums, was 102.91% 
in 1956; for Massachusetts, 111.67%; for 
Rhode Island, 79.04%; for New Hamp- 
shire, 52.43%; for Vermont, 78.67%; 
Maine, 28.55%; Delaware, 52.90%; Cali- 
fornia, 60.43% for Los Angeles County 
and 92.99% for remainder of state; IIli- 
nois, 72.16% for Cook and Lake Counties, 
and 53.54% for rest of the state. In 
Texas the loss ratio for the entire state 
is 49.09% 

The 1956 experience for many major 
lines of inland marine coverage is as 
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follows, on a written premium to paid 
losses basis: 

Bridges and tunnels, property damage, 
written premiums $2,548,271, loss ratio 
11.32%; camera and sound equipment, 
private risks, $2,550,072, loss ratio 46.89% ; 
fine arts, private collections, premiums 
$2,270,051, loss ratio 67.81%: furriers 
customers, custody rider, premiums $1,- 
943,062, loss ratio 47.54%; garment con- 
tractors, women’s wear, premiums 2,- 
655,666, loss ratio 42%; men’s and boy’s 
wear, premiums $949,176, loss ratio 
59.95% ; other wearing apparel, premiums 
$1,145,059, loss ratio 39.43%. 

Total jewelers block premiums, $5,- 
332,056, loss ratio 47.68%; total live stock 
floaters, premiums $2,188,788, loss ratio 
52.18% ; total mobile agricultural equip- 
ment, premiums $5,798,890, loss ratio 
65.18%; total full coverage neon signs, 
premiums $1,726,556, loss ratio 54.39%; 
total personal furs, $13,257,293, loss ratio 
51.10%; personal jewelery, full coverage, 
premiums $40,746,336, loss ratio 53%; 
registered mail, premiums $1,805,819, loss 
ratio 4.60%; rolling stock of railroads, 
premiums $2,031,242, loss ratio 116.23%. 


Bailees Customers 


Bailees customers, premiums $9,585,571, 
loss ratio 49.30%; boats and outboard 
motors, premiums $7,339,382, loss ratio 
53.09% ; boats and motors, private, pre- 
miums $1,250,803, loss ratio 46.80% ; con- 
tractors equipment floaters, premiums 
$26,258,597, loss ratio 60.78%; deferred 
payment merchandise, premiums $10,298, - 
403, loss ratio 55.96%; fine arts, dealers 
and museums, premiums $1,053,973, loss 
ratio 36.64%; installation floaters pre- 
miums $4,737,858, loss ratio 48.42% ; mis- 
cellaneous dealers insurance, premiums 
$3,814,109, loss ratio 27.71%; motor truck 
cargo, premiums $30,905,892, loss ratio 
40.56%. 

Processing risks, premiums $4,579,784, 
loss ratio 71.29%; transportation (open 
and annual forms) premiums $14,848, 595, 
loss ratio 52.50%; transportation (all 
others) premiums $6,244,958, loss ratio 
50.72% ; warehousemen’s legal liability, 
premiums $2,778,528, loss ratio 14%. 
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No Opposition at N. J. 
Hearing to Rate Rise 


J. M. CAHILL L Is SPOKESMAN 
Tells Insurance Department Why 17.4% 
Statewide Average Auto B.I., Auto 
P.D. Increase Is Justified 


No opposition developed at the public 
hearing in Trenton Tuesday to the state- 
wide average increase of 17.4% in rates 
for auto liability and auto P.D. combined 
which has been requested by member 
companies of the National Bureau of 
Casualty Underwriters and which the 
New Jersey Department of Banking and 
Insurance has questioned. 

James M. Cahill, secretary of the Bu- 
reau, was the chief spokesman for the 
stock companies and he gave potent rea- 
sons why the increase should be ap- 
proved by the State Department. The 
Bureau filing was for 22. 5% increase in 
auto B.I. rates plus 9.6% increase for 
auto P.D., making a combined average 
increase of 17.4% for the state. 

Mr. Cahill advised Paul J. Molnar, 
chief of the New Jersey Department’s 
rating bureau, who presided at the hear- 
ing, that the first six months of 1957 
has shown a worsening of the experience 
picture. This is on top of the 1956 coun- 
trywide underwriting loss of $64,000,000 
suffered in auto liability alone. And for 
the ten-year period—1945-56 inclusive 
the bureau companies experienced a 
nationwide underwriting loss in this line 
of $271,700,000. 

Plight of Companies Recognized 

Recognizing the plight of the compa- 
nies, the Insurance Departments of 42 
states and territories within the past 
year have revised auto liability rates and 
the increases have ranged up to 25% in 
average statewide rate levels, the Bureau 
spokesman said. 

Mr. Cahill also pointed to a steady 
increase in the past few years in fre- 
quency of claims as well as the aver rage 





claim costs. New Jersey, he said, is 
divided into 20 territories and the re- 
quested rates are based on the desire 


of the companies (49 Bureau members 
do business in this state) to make each 
classification “stand on its own feet.” 

Another factor which has added to 
the operational costs of the insurance 
companies, he said, has been the develop- 
ment in recent years of the broadened 
coverage offered in policies which now 
take in whole families. 

Asked by Mr. Molnar about the usual 

5% profit margin, Mr. Cahill said that 
it is included in the proposed rates. 
“Insurance is purely a risk business,” 
he declared, “and you have to give the 
investor some incentive. We _ haven’t 
been making the 5% profit lately due 
to the inflation now existing.” 
_In opening the hearing Mr. Molnar 
introduced Deputy Commissioner P. A. 
MacNicholas, Rating Division Chief W. 
A. Johnstone and Deputy Attorney Gen- 
oh James McLaughlin, who sat with 
him, 


AEC Power Station at Clifty 
Creek Insured by Travelers 


Travelers Insurance Co. in its current 

“Protection Magazine” points to its cov- 
erage for liability and workmen’s com- 
pensation of the Clifty Creek plant in 
Indiana, built by the Indiana-Kentucky 
Electric Corp. for the Atomic Energy 
Commission’s Portsmouth Area Project. 
Reportedly this power station is the 
largest erected to date by private indus- 
try. 

Guided by the Travelers Companies’ 
engineering and loss control division, 50 
Safety engineers enabled 3,000 workers 
at Clifty Creek to establish ‘ ‘an extraor- 
dinarily low accident record.” 








Court Picks Donovan 
To Defend Col. Abel 


BAR ASSOCIATION CHOICE 


One of New York City’s Leading Insur- 
ance Lawyers; Prosecuted Nazi War 
Criminals in Germany 


James B. Donovan of Watters & Don- 
ovan, New York law firm, who among 
other clients represents a number of in- 
surance industry associations, will repre- 
sent Rudolph Ivanovich Abel, alleged 
master spy of Russia, in the latter’s 
trial in September i in United States Dis- 
trict Court of Brooklyn. Posing ASi-a 
photographer having tenancy in a shabby 
studio in Brooklyn it developed that 
Abel had the rank of colonel in the 
Russian Army. It is the most sensational 
spy case developed in some time. 

Announcement of the Donovan ap- 
pointment was made by Federal Judge 
Abruzzo who had asked the Brooklyn 
Bar Association to select a lawyer after 
Abel said he was unable to find one 
himself. Mr. Donovan’s name was sent 
to the court in the form of a “recom- 
mendation” by the Bar Association and 
named by the judge. He accepted the 
assignment as a public service. Any legal 
fee which will be forthcoming will be 
given to charity, he said. 


Career of Mr. 


Mr. Donovan is a graduate of Ford- 
ham College and Harvard Law School. 
He served as a naval officer on the per- 
sonal staff of Maj. Gen. William J. 
Donovan (no relation) when the latter 
was director of Office of Strategic Serv- 
ices in World War II. 

In 1945 Mr. Donovan accompanied 
Supreme Court Justice Robert H. Jack- 
son to London and assisted in the nego- 
tiation of the treaty with Great Britain 
and France and Russia for the prosecu- 
tion of the top Axis war criminals. Mr. 
Donovan was, in fact, a member of the 
prosecution staff during the Nurenberg 
trials of these war criminals. 

Mr. Donovan is general counsel of 
National Bureau of Casualty & Surety 
Underwriters and also of the Nuclear 
Energy Liability Insurance Association. 
Watters & Donovan are counsel for 
National Automobile Underwriters Asso- 
ciation, Underwriters Salvage Co. and 
some other insurance organizations. 

Mr. and Mrs. Donovan live with their 
four children at 35 Prospect Park West, 
Brooklyn. 

Asked by reporters this week if he 
was pleased with the assignment to de- 
fend Abel, Mr. Donovan frankly re- 
sponded: “I wouldn’t say that, but I am 
appreciative of the respect implied by 
my selection by the Bar Association.” 


Donovan 


Royal-Globe Casualty Mgrs. 
Named for Boston, Phila. 


The Royal-Globe Insurance Group has 
appointed John G. Schroeder as casualty 
manager in its Boston office and Francis 
J. Ormond to a similar position in Phila- 
delphia. 

A graduate of Colgate College, Mr. 
Schroeder joined the Globe Indemnity 
in 1941 and since 1946 has been casualty 
special representative in Royal-Globe’s 
Boston office. 

Mr. Ormond succeeds Henry Haslach, 
who has been transferred to the Chicago 
office as associate casualty manager. Mr. 
Ormond, graduated from Suffolk Uni- 
versity and formerly served as an un- 
derwriter for The Travelers. He joined 
the Boston office of Royal-Globe in 1950 
and served most recently as a supervis- 
ing underwriter in the Philadelphia office. 
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Assigned Risks Get 
N. Y. Brokers’ Support 


FOR FAMILY PROTECTION COVER 


Brokers Association Mystified by Re- 
luctance of Underwriters to Provide 
the Cover for ARs Memo to Dept. 


A review of the status of car owners 
insured through the Assigned Risk Plan 
to determine whether they can procure 
Family Protection coverage, is now being 
undertaken by the New York Insurance 
Department, according to Mortimer L. 
Nathanson, president of the Greater 


New York Insurance Brokers’ Associa- 
tion. 
In a statement Mr. Nathanson said 


that the Department agreed to consider 
the subject after his association com- 
plained that Assigned Risk Plan assureds 
are caught in a squeeze play which bars 
them from buying the protection against 
uninsured, financially irresponsible mo- 
torists even though all other classes of 


insured car owners and even non-car 
owners may obtain it. 
Mr. Nathanson said that while some 


companies are writing the coverage for 
their assigned risk assureds, the majority 
are not. He said his association first 
brought the situation to the attention of 
the Assigned Risk Plan and the Na- 
tional Bureau of Casualty Underwriters. 
However, he said, plan officials made it 
clear that no insurer under the Assigned 
Risk Plan is obligated to give any cover- 
age other than limits of $10,000/$20,000/ 
$5,000. 
Unsatisfactory Back Door 
While there seems to be one loophole 


whereby Assigned Risk Plan assureds 
may get the coverage, Mr. Nathanson 
said, “we don’t see why unsatisfactory 


back doors must be used to provide this 
class of policyholder with protection he 
needs.” 

Mr. Nathanson explained that a care- 
ful check by C. Joseph Danahy, counsel 
to the Greater New York Insurance 
Brokers’ Association, revealed nothing 
in the non-owner Family Protection pol- 
icy, in so far as the insuring clauses 
and declarations of the assured are con- 
cerned, which would void the coverage 
if purchased by a car owner. 

“If there is a hitch at all,” Mr. 
Nathanson pointed out, “it seems to be 
that on the forms used by some of the 
companies there is printed in large, bold 
type in at least two pli Aces the legend 

‘Automobile non-owner.’ This legend 
might be used as the basis for the denial 
of liability to get the Family Protection 
coverage ‘through ARP channels.” 

Decl aring that his association was 
“mystified” by the reluctance of under- 
writers to provide the Family Protection 
policy for Assigned Risks, Mr. Nathan- 
son said that it seems to run completely 
counter to the principle upon which this 
protection was originally conceived, “Tt 
does not seem possible to us,” he said, 
“that these risks present a substantially 


different hazard with respect to unin- 
sured accidents than do other classes 
of drivers or non-owners.” 

In the memorandum which Mr. Dan- 
ahy sent to the New York Insurance 
Department, Mr. Nathanson said, “We 


urged that the problem be resolved in 
either of the following ways: 1. By the 
Family Protection policy being provided 
through the Assigned Risk Plan on be- 
half of all insurers; 2. By making avail- 
able to automobile owners who are in the 
Assigned Risk Plan, the Family Protec- 
tion policy now available to non-owners.” 


V. P. Paul Laymon Heads 
Pacific Coast Dept. 


BIG STANDARD ACCIDENT MOVE 


General Counsel William Wickham Suc- 
ceeds Laymon as Secretary; PC 
partment HQ in San Francisco 


Standard Accident and affiliate, the 
Planet, announce the establishment of a 
Pacific Coast Department with head- 
quarters in San Francisco. Paul E. Lay- 
mon, vice president of the companies for 
many years, will head up this important 





PAUL E. LAYMON 


growth area, with general supe rvision of 
the — Pacific Coast territory. 

The -acific Coast operation consists of 
three Rekeser offices located in San Fran- 


cisco, Los Angeles, and Seattle, with 
additional offices in Portland and Spo- 
kane. 


Mr. Laymon continues as vice presi- 
dent of the companies, and William A. 
Wickham, general counsel of the com- 
panies, was elected secretary. 

Joined as Associate Counsel 


Mr. Laymon joined Stand: ird Accident 
in 1941 as associate counsel after serving 
as judge of the Indiana Appellate Court. 
He became general counsel of the com- 
panies in 1943, was elected vice presi- 
dent in 1946, and in May was also elect- 
ed secretary to Fa P. Hacke1 
who retired. He received his law degree 
from Indiana University in 1921. Mr. 
Laymon has a wide acquaintance in the 
insurance field, having participated in 
many inter-industry committee activities 
in various capacities including the Na- 
Gain Board of Fire Underwriters, Asso- 
ciation of Casualty and Surety Com- 
panies, Health Insurance Association of 
America, and the Michigan Insurance 
Service. 

Mr. Wickham has been general coun- 
sel of the companies. He joined Stand- 
ard Accident as a claims attorney in 
1937. In 1941 he was made assistant at- 
torney in the legal department under the 
companies’ general counsel. He was 
made assistant counsel in 1946 and asso- 
ciate counsel in 1952. He was named 
general counsel in 1957. Mr. Wickham 
is a 1936 graduate of the Detroit Col- 
lege of Law. 


succee 
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Review Of Workmen’s Compensation 
Action In 30 State Legislatures 


Workmen’s compensation law benefit 
liberalizations and other revisions were 
widely considered by state legislatures 
throughout the country this year, with 
resultant current and prospective de- 
velopments including the following: 

Alabama: Still pending in the Alabama 
legislature is a bill to increase maxi- 
mum workmen’s compensation benefits 
from $23 to $31 a week. The measure 
also would increase the allowance for 
burial expenses under workmen’s com- 
pensation from $200 to $400; increase the 
time allowed on medical expenses from 
90 days to six months; and increase the 
amount payable for medical expenses 
from a maximum of $1,000 to $2,500. 

California: Liberalized workmen’s com- 
pensation benefits in the state are as 
follows: From $25 to $40 a week for 
permanent disability cases in industrial 
accidents; from $40 to $50 a week for 
temporary disability and from $12,000 to 
$15,000 in death benefits to a surviving 
widow with a dependent. 

Colorado: A bill enacted by the Colo- 
rado Legislature increased maximum 
workmen’s compensation benefits from 
$31.50 to $36.75 a week and raising other 
benefits proportionately. Another new 
law added three muscle and tendon ail- 
ments to diseases recognized as com- 
pensable under the state We law. 

Connecticut: Legislature increased 
maximum weekly workmen’s compensa- 
tion benefits from $40 to $45 and made 
other liberalizations. Also enacted was 
a bill decreasing the waiting period un- 
der the workmen’s compensation law 
from 14 to 10 weeks. 

Idaho: A bill enacted by the Idaho 
Legislature increased maximum death 
benefits under the state workmen’s com 
pensation law from $10,000 to $12,000. 

Prepares New Illinois Commission 

Illinois: New Illinois law increases 
state workmen’s compensation benefits 
by about 14%. The Legislature also 
provided for the creation of a new five- 
member State Industrial Commission, 
with two members to be appointed by 
the Governor to represent labor and two 
to represent management. The fifth 
member will be a representative citi- 
zen not identified with either closs. 
He will serve as chairman. 

The new commission is empowered 
“to determine the reasonableness and 
fix the amount of any fee of compen- 
sation charged by any person, including 
attorneys, physicians, surgeons and hos- 
pitals, for any service performed in con- 
mecal with this act, or for which pay- 
ment is to be made under the act or 
ren dered in securing any right under the 
act. 

Commission members will receive an- 
nual salaries of $10,000 each, with the 
chairman getting $12,000. 

Benefits payable to beneficiaries of 
employes whose injuries result in death 
were increased from $6,000 to $7,500 min- 
imum and from $9,250 to $10,750 maxi- 
mum. Maximum weekly benefits under 
the “temporary total incapacity to work” 
classification were increased from $34 to 
$39, with comparable increases for 
workers with dependents. 

Indiana: Legislature increased maxi- 
mum workmen’s compensation benefits 
from $33 to $36 a week. 

Kansas: A bill enacted by the Kan- 
sas Legislature increased from $32 to 
$34 weekly maximum a gp en com- 
pensation benefits. It also extended the 
length of time an injured workman can 
draw benefits. 

Maine: Legislature increased from $30 
to $35 the maximum weekly benefits 
under the workmen’s compensation and 
set minimum of $15 a week. A number 


of other liberalizations also were in- 
cluded in the new law. 
New Full-time Commission in Maryland 

Maryland: A bill enacted by the Mary- 
land Legislature provided for replace- 
ment of the part-time State Industrial 
Accident Commission with a new full- 
time State Workmen’s Compensation 
Commission. 

Designed to speed the handling of 
workmen’s compensations cases and 
award of benefits, the new law provides 
salaries of $14,000 for the four new 
commissioners and $14,500 for the chair- 
man. Industrial accident commissioners 
had been receiving $6,000 to $6,500 for 
part-time services. Also enacted by the 
Maryland lawmakers was a measure in- 
creasing maximum weekly workmen’s 
compensation benefits from $35 to $40. 

Massachusetts: Bills enacted by the 
Massachusetts Legislature included a 
measure increasing from $3 to $4 a week 
the allowance for dependents under the 
state workmen’s compensation laws. 
Another new Massachusetts law in- 
creased burial cost payments under the 
workmen’s compensation law. 

Minnesota: Legislature increased max- 
imum workmen’s compensation benefits 
from $40 to $45 a week. 

Missouri: Legislature increased maxi- 
mum workmen’s compensation benefits 
from $35 to $37.50 a week and liberalized 
other benefits. 

Montana: A bill enacted by the Mon- 
tana Legislature raised maximum work- 
men’s compensation benefits from a 
range of $26.50 for a single worker 
to $32.50 for a worker with five or 
more dependents to a new range of $28 
for a single worker to $42.50 for a 
worker with five or more dependents 

Defeated by the Montana lawmakers, 
however, was a bill to burden the cov- 
erage to include occupational diseases. 

Nebraska: Legislature increased maxi- 
mum weekly workmen’s compensation 
benefits from $30 to $34. 

New Hampshire: A_ bill enacted by 
the New Hampshire Legislature raised 
maximum weekly workmen’s compen- 
sation benefits from $34 to $37, and min- 
imum benefits from $12 to $15. 

’ Jersey: An intensive study aimed 
at prel be e the appeal proc edures in 
workmen’s compensation cases was re- 
cently started by a committee named by 
Governor Meyner. Arthur F. Mead, a 
Newark lawyer, heads the committee. 

Vetoes in New York 

New York: Both the regular 1957 ses- 
sion of the New York Legisl. iture and 
a subsequent special session passed bills 
to increase workmen’s compensation 
benefits from $36 to $45 a week, but in 
both instances the measures were vetoed 
by Governor Harriman because of other 
features objectionable to him. 

Gov. Harriman, together with organ- 
ized labor, objected to provisions of 
the legislation which would have made 
decisions of the State Workmen’s Com- 
pensation Board, when not unanimous, 
subject to court review as to issues of 
fact. They are now reviewable only on 
issues of law. Business and industry 
representatives had favored the proposed 
change, 

New Mexico: Pending before the New 
Mexico Supreme Court at this writing 
is a test suit challenging the validity of a 
law enacted by the 1957 New Mexico 
Legislature to take workmen’s compen- 
sation claims out of the courts a 
place them under the jurisdiction of ¢ 
new three-member commission. 

Governor Mechem approved the act, 
but only after liberal use of the partial 
veto. The Governor later paved the 
way for a court test when he declined 
to name the commission. Also enacted 
by the New Mexico Legislature was a 
bill increasing maximum weekly work- 
men’s compensation benefits by $12.35 to 
a total of $42.35. 

Oklahoma: A bill enacted by the Okla- 


MICHIGAN WC DEPT. POST 

John P. Miron, son of Michigan State 
Sen. William E. Miron, has been named 
secretary of the Michigan Workmen’s 
Compensation Department. Mr. Miron is 
a graduate of Vanderbilt University and 
recently completed a two-year tour of 
duty with the Navy. Thomas H. E. 
Quimby, Director of the Departments, 
announced the appointment which does 
not require senate confirmation. 





homa Legislature raised maximum week- 
ly workmen’s compensation benefits to 
$30 for permanent disability and $35 a 
week for temporary disability. The max- 
imum benefit for temporary or perma- 
nent disability had been $28 a week. 


New Definition of Accidental Injury 


Oregon: Legislature liberalized bene- 
fits under the state workmen’s compen- 
sation law and also enacted a new defini- 
tion of what constitutes an accidental 
injury for purposes of paying claims 
under the act. 

The new measure removed a require- 
ment that a compensable injury must be 
caused by “violent and external means.” 
Such a deletion had long been sought 
by labor but opposed by employers, who 
feared it might lead to abuses of the 
law. 

The new act also changed the defini- 
tion of “injury” to read “an injury is 
accidental if the result is accidental, 
whether or not due to accidental means.” 
It was explained this had the effect of 
changing the law from “injury by ac- 
cident” to “accidental injury.” 

Rhode Island: Legislature provided 
for the creation of a nine-member, bi- 
partisan commission to study proposals 
for extending the principle of second 
injury fund operation in workmen’s com- 
pensation, 

The Rhode Island second injury fund 
now provides a form of insurance for 
employers in cases involving workers 
who have been previously injured. The 
committee will consider its extension to 
the handicapped worker. 

South Dakota: A bill enacted by the 
South Dakota Legislature increased 
maximum weekly benefits from $28 to 
$30 a week and raised the maximum 
death benefits from $9,000 to $10,000. 

Tennessee: A new Tennessee law in- 
creased maximum workmen’s compensa- 
tion benefits from $30 to $32 a week, 
and boosted total maximum benefit pay- 
ments from $10,000 to $12,000. Also en- 
acted by the Tennessee lawmakers was a 
bill amending the state workmen’s com- 
pensation act provide allowances for 
nursing services. 


Unlimited Medical Payment 


Texas: Legislature increased maximum 
weekly benefits under the workmen’s 
compansation law from $25 to $35. The 
new act also provides unlimited medical 
payments to the injured and contains 
other liberalizing features. 

Utah: A new Utah law increased max- 
imum weekly workmen’s compensation 
benefits by $6.75 to a total of $47.25. 

Vermont: Legislature boosted maxi- 
mum weekly workmen’s compensation 
benefits from $28 to $30. 

Virginia: Bringing up an issue which 
may come before the 1958 session of the 
Virginia Legislature, the State Depart- 
ment of Labor and Industry in its recent 
annual report to the governor, called for 
modernization of the state’s safety code. 
The report declared that Virginia now 
has few safety codes, most of which 
were adopted in the 1920s “and have 
now served their purpose.” 

Washington: A bill enacted by the 
W ashington State Legislature increased 
maximum weekly workmen’s compensa- 
tion benefits by $14.08 to a total of 


$56.77, 
W. Virginia: Legisature enacted a 
measure increasing maximum weekly 


workmen’s compensation benefits from 
$30 to $33, and minimum benefits from 
$18 to $20 a week. 

The new measure also raised the 
monthly benefit for a widow of a de- 
ceased employe covered by workmen’s 
compensation from $60 to $65, and boost- 
ed the monthly payment for each depend- 


ent child under 18 from $15 to $17.50. 


WC Law Pamphlets Ready 


New editions of the Arizona and 
Georgia Workmen’s Compensation Law 
pamphlets which incorporate important 
changes in the laws of these states have 
been published and are now ready for 
distribution, the Association of Casualty 
& Surety Companies announces. 

Copies may be obtained from Editor, 
Law Publications, Association of Casu- 
alty and Surety Companies, 60 John 
Street, New York 38, New York at 
$1.50 each. 


Standard Accident Acquires 
Seattle General Agency 


The acquisition of Lamping & Co, 
general agents with headquarters in 
Seattle, Wash. by the Standard Accident, 
the Planet, has been revealed by a joint 
announcement by Conrad Lamping, 
president, Lamping & Co., and L. K. 
Kirk, president, Standard Accident. 

Lamping & Company has been a lead- 
ing general agency of the northwest for 
over 50 years and has represented Stand- 
ard Accident since November 1917 

Standard Accident also announces the 
establishment of a northwest branch 
with which the general agents will be 
merged. The new branch, with offices in 
Seattle, Portland and Spokane, will serve 
agents in Washington, Oregon and 
Idaho. 

Merrill W. Shephard, formerly man- 
ager of the casualty and property de- 
partment of Standard’s San Francisco 
branch, has been named manager of the 
Northwest Branch. Conrad Lamping is 
assuming the managership of the branch 
Casualty and Property Underwriting De- 
partment. Wilfred W. Fritz is claim 
manager and Deane Mitchell is field 
representative. Mr. Shephard, along with 
Messrs. Lamping, Fritz and Mitchell, 
will be at the Seattle office. 

Robert P. Dawson and John W. Lyles, 
former Lamping representatives in Port- 
land, will continue to supervise the Ore- 
gon territory. 


Bowles, Andrews & Towe 
Add Fire, Casualty Staff 


Bowles, Andrews & Towne, indepen- 
dent actuaries, New York and Richmond, 
Va., has announced the addition to its 
staff of Gordon M. Barker and Charles 
C. Hewitt, Jr., both Fellows of the Cas- 
ualty Actuarial Society, and Frederick 
J. Coen, member of the New York Bar, 
and who is completing the requirements 
for membership in the Casualty Actu- 
arial Society. These additions have the 
effect of broadening services in the fire 
and casualty field 

Mr. Barker graduated from Boston 
University in 1947 with honors in math- 
ematics. His business career commenced 
with the Liberty Mutual and later he 
became actuary of the Nationwide Mu- 
tual. Mr. Hewitt graduated from Prince- 
ton in 1940 with honors in mathematics 
He was first employed in the actuarial 
division of the Metropolitan Life. In 
July 1946 he became associated with the 
New Jersey Manufacturers Casualty as 
actuary and subsequently assistant vice 
president. 

Mr. Coen, a mathematics major, grad- 
uated from St. John’s University in 
1949 and later received a law degree 
from St. John’s. He entered insurance 
with Liberty Mutual as a casualty un- 
derwriter and following this was em- 
ployed by Blue Cross and Blue Shield 
of New York. 


SEMINAR IN CHICAGO ; 
Continental Casualty during August 1s 
holding a seminar for 23 recently 6 
pointed casualty claim adjusters. F. 
Goff, supervisor of casualty claims, says 
that the idea of the seminar is to allow 
the men brought from many states to 
observe Continental’s home office opera- 
tion, They are attending the company’s 
institute in Chicago. 
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A. E. Spottke’s Daughter 
Wed to Air Force Lieut. 


CEREMONY IN GLENVIEW, ILL. 





Eleanore Ann Spottke Becomes Bride 
of Patrick Walter Scott; To Reside 
in Dayton, Ohio 





A recent midwest wedding of interest 
to insurance people was that of Eleanore 
Ann Spottke of Glenview, IIl., daughter 
of Albert E. Spottke, vice president of 
Allstate Insurance Co., and Mrs. Spottke, 
to Lieutenant Patrick Walter Scott, 





MRS. 


PATRICK WALTER SCOTT 


United States Air Force, son of Mr. and 
Mrs. Walter J. Scott, also of Glenview. 
The marriage took place in Our Lady 
of Perpetual Help Roman _ Catholic 
Church, Glenview. The Rev. John B. 
Morris, S. J. , uncle of the bride, per- 
formed the double ring ceremony and 
celebrated the Nuptial Mass. A wedding 
breakfast followed at the 
Shores Club. 

The bride, who was given in marriage 
by her father, wore a gown of peau de 
soie, appliqued with re-embroidered 
Alencon lace and seed pearls, designed 
with princess skirt and chapel train. A 
Juliet cap held her fingertip single illu- 
sion veil in place and she carried a bou- 
quet of lilies of the valley, sweetheart 
roses and stephanotis. 

Miss Mary Day O’Donnell of Pitts- 
burgh was maid of honor, and the brides- 
maids were the Misses Lucile Monsted 
of New Orleans and Louise Waters of 
Philadelphia. The bride’s attendants wore 
pale pink, shantung silk, short, princess- 
Style dresses with matching hats, and 
carried crescent-shaped bouquets of pale 
pink and red sweetheart roses. The 
mother of the bride wore a dress of 
grey Chantilly lace over pink taffeta, and 
the mother of the groom a dress of moss 
green Chantilly lace with matching ac- 
cessories. 

William McGarvey of Philadelphia was 
est man, and James Jacoby of Dallas 
and Albert R. Spottke, brother of the 
bride, were ushers. 

The bride is an alumna of Rosemont 
College, Rosemont, Pa., and was on the 
faculty of the St. James School in Ar- 
lington Heights, III. 

The bridegroom was graduated from 
the College of the Holy Cross in Wor- 
cester, Mass., magna cum laude, and ob- 
tained his master’s degree at Harvard 
Graduate School of Business Adminis- 
tration, Following a wedding trip, Lieu- 
tenant and Mrs. Scott will reside in 
ayton, Ohio. 


Michigan 





VICE PRESIDENTS ADVANCED 
By Liberty Mutual; Lashmet and Sey- 
mour Made Senior VPs; Yount and 
Pinkham Now Executive VPs 

Earle N. Lashmet and William H. 
Seymour have been advanced from vice 
presidents to senior vice presidents of 
Liberty Mutual and Gordon S. Pinkham 
and Hubert W. Yount from vice presi- 
dents to executive vice presidents, it is 
announced by Bryan E. Smith, president. 


Mr. Lashmet joined Liberty Mutual in 
1925. He was vice president of the com- 
pany’s middle west division in Chicago 
from 1939 to 1953, when he was trans- 
ferred to the home office in Boston. His 
responsibility is for company sales _pol- 
icies and objectives, also for the adver- 
tising and public relations activities. 

Mr. Seymour joined the company in 
1922. Vice president of Liberty’s middle 
west division from 1936 to 1939, he was 
made vice president and manager of the 
company’s loss prevention department in 
1940. He is directly responsible for medi- 
cal loss prevention and Liberty’s Hop- 
kinton research laboratories. 

Mr. Pinkham has been with Liberty 
since 1919. He was made vice president 
and general claims manager in 1944. He 
presently has charge of administration 
of operations including personnel, space, 
equipment and similar needs. Mr. Yount 
first became associated with Liberty 
Mutual in 1929. He was made a vice 
president in 1935; vice president and ac- 
tuary in 1936; and vice president in 
charge of underwriting policies in 1950. 
His responsibilities are for underwriting 
policies, objectives and results. Mr. 
Yount is prominently connected with in- 
dustry syndicates organized to handle 
nuclear energy insurance. 


Licensed Drivers Total Up 
18.5 Million Since 1949 


There were 77,869,284 licensed motor- 
vehicle operators in the United States 
during 1955, State agencies reported to 


B. D. Tallamv, Federal Highwav <Ad- 
ministrator, Bureau of Public Roads, 
= S. Department of Commerce. Motor 


rehicle registrations reached 64.437,419 
Mt the same year. 

In the 7 years since 1949, the first year 
in which such data were compiled, the 
number of licensed drivers has _ risen 
18.5 million while vehicle registrations 
rose 20.3 million. Thus drivers increased 
31% at the same time that vehicles in- 
creased 46% 

The ratio of licensed drivers to regis- 
tered vehicles has steadily decreased 
from 1.34 drivers for each vehicle in 
1949 to 1.21 in 1956. Among individual 
states, the 1956 ratio was less than 1.1 
in California, Michigan, Montana, North 
Dakota, Oklahoma, Texas, and Wash- 
ington. The highest ratio, about 1.4, was 
found in Indiana, South Carolina, and 
West Virginia. 

“Nationally, this decreasing ratio may 
help to solve the problem of who gets 
the family car tonight,” Mr. Tallamy 
said. “Undoubtedly, it does reflect a 
generally higher standard of living and 
more widespread car ownership. Varia- 
tions among individual states probably 
reflect differences in proportions of rural 
and urban population, average family 
earnings, and vehicle use habits.” 


Ralph B. Smith Dies 


Ralph B. Smith, assistant manager of 
the Hartford branch of the Fidelity & 
Deposit, died August 13 at his home at 
Wethersfield, Conn., after a long illness. 
Mr. Smith has served as assistant man- 
ager of the Hartford Branch since Janu- 
ary, 1948 and for the preceding 18 years 
had been connected with the company’s 
Boston office. 

A native of Maynard, Mass., he gradu- 
ated from the Suffolk University Law 
School in 1937 and was admitted ‘to 
the Massachusetts State Bar in 1938, 
He is survived by his wife and three 
daughters. 








GROWTH 
IS NOT 
INEVITABLE... 


The seeds men plant often have a way of withering. But 
given careful planting and dedicated cultivation, the 
results are frequently successful. 


Sixty years ago, the seeds of a great company were planted. 
And today, the evidence of just such careful planting 
and dedicated cultivation is available for all to see in the 
continuing growth of the Continental Casualty Company 
—such continuing growth, for instance, as the recent 
formation of the Continental-National Group, which is 
one of the largest insurance organizations in the world. 


In this Diamond Jubilee Year, why not investigate for your- 
self and see just how profitable growth with Continental 
can be. 


CONTINENTAL 
CASUALTY COMPANY 


Chicago 4, Illinois 
A MEMBER OF THE sisi elealaciaainaaaiaas occon ig GROUP 


Continental Assurance Company 

National Fire Insurance Company of Hartford 
Transportation Insurance Company 
Transcontinental Insurance Company 
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Auto Ins. Rate Hearings Mass. Auto Rate Probe W 
. pers 
For Conn. and Rhode Island Favorable to Companies? in 
Hearings are likely to be called on A recent report in the Friday Flash, mits 
automobile insurance rates in two states, bulletin of the National Association of dent 
Ee ey ee MEY am Insurance Brokers, Inc., says that the Trav 
rode Sslanc anc onne f - : 
ein j ped Sf i : results of the investigation of Massachu- will 
ernor Roberts of Rhode Island has an- setts compulsory insurance rates by a was 
nounced that a request tor a hearing on special commission may be more favor- Nort 
new and increased rates which went into able to the insurance companies than ber 
effect August 7 will be filed with Insur- expected. Senator Canavan, an ardent near 
ance Commissioner George A. Bisson. critic of the companies, questioned Com- At 
The request was mi ide “on behalf of the nissioner Humphreys for over an hour Mr, 
et ople of Rhode Island” and the hearing and a half in an attempt to extract had 
will probably be held in mid-September. testimony that he “rigged” the recent cause 
In Connecticut, the independent actu- 1 an : ae) 
; tent ¢ court rate case so that the companies q dimn 
firm (Bowles, Andrew & Towne) would win an approximate 20% increase Dont Overlook front 





! by t 





1e Connecticut Insurance De- previously refused by the Commissioner wher 


p rtment to study the disputed auto when he originally set the 1957 com- . f 
rate increase which went into effect - As tis Homeowners Business oo 


pulsory rates. a result of Senator Lewi 














scent has completed several phases  (Canavan’s ineffective belaboring of the car, 
Or its study but a final report may not point, the Commission voted to drasti- ; " was 
be available for months. Despite the cally limit his cross examination of No reason why you shouldn’t be the one to write the lion’s share was 
refusal of Commissioner Spellacy to ap- witnesses at future hearings. Although of profitable homeowners business in your area. Not when you Freig 
prove the rates the companies have the technical testimony of the Insurance P - ~ y firm 
maintained their position in applying Commissioner has been widely reported can offer the broad programmed protection of a Zurich or American fecen 
the increased rates. Commissioner Spel- in the local press as well as his clash Guarantee Homeowners policy* roviding all the household will 
acy had earlier rescinded his approval with Senator Canavan, the Senator’s f P “Y babes 8 : Mr 
of the rates, me called in the actuarial sual charges that insurance companies coverages your clients need in one package —for one premium. dama 
firm. When the actuaries report is com- have made large profits on compulsory And at a lower cost than if comparable coverages are purchased case. 
pleted, ( ommissioner Spellacy said, he have failed to make headlines this time. : a fitted 
will call the insurance companies to a eae Se ST eid in the form of separate policies. ago. ; 
Department hearing: TRANSFERRED BY ROYAL-GLOBE Then, too, every time you sell a Homeowners policy you leave but n 

ae ee ee The Royal-Globe Insurance Group has ! f mL : ; : Id 
niinpenced the wibiiataek of Bauad ess room for competition to cut in... you make it easier to ho 

HEADS NEW CLAIMS ASSN. 2G: Farrell, Jr. as assistant regional man- renewals. Why not talk it over with the Zurich-American field H. 
Michael H. Keelan, Catholic Knights of ager for New Jersey. He succeeds W. oo 
Wi scarce ale has been gs es ed president of Ear! Pinholster who was transferred to man . . . he has the answers. “i 
the newly-organizec ilwe aukee Acci- 3altimore as casualty manager. A gradu- * ; ; ‘ssouei. Mississipi Produ 
dent, Sickness and Life Insurance Claims ate of Notre “aly University, Mr. ee Pe nen Accid 
association. Other officers are Carroll Farrell served two years in the U. S. anta. 
Lewis, Time, vice president; Ethel Navy and joined the Group in 1950. Since Zurich Insurance Company has b 
Schmidt, Mutual Benefit of Omaha, sec- that time Mr. Farrell has served in the American Guarantee and Liability Insurance Company new b 
retary, and Nolan R. Olson, Old Line New York Office, most recently as ad- HEAD OFFICE: 135 South La Salle Street, Chicago 3, Illinois ae 
Life, treasurer. The organization was ministrative assistant in the metropolitan z , ; sik '0 the 
set up to promote co-operation between department. He will be now associated early 
claims agents and to exchange infor- with Bernard R. Schneider, regional named 
mation. manager in East Orange, N. J. REIS Se E Se 
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Employers’ Group to 
Form Life Company 


TO SELL NEW COMMON STOCK 





Registration Statement Filed With SEC 
for 88,761 Additional Shares by Em- 
ployees’ Group Associates, Boston 





Employees’ Group Associates, Boston, 
has filed a registration statement with 
the Securities and Exchange Commis- 
sion seeking registration of 88,761 com- 
mon shares (no par). The company 
proposes to offer these shares for sub- 
scription by holders of its outstanding 
common shares at the rate of one share 
for each four shares held. The record 
date, subscription price, and underwrit- 
ing terms are to be supplied by amend- 
ment. Morgan, Stanley & Co. is named 
as the principal underwriter. 

It is expected that a substantial part 
of the net proceeds to the Employees’ 
Group Associates from the sale of the 
additional common shares will be used 
for the formation of a life insurance 
company, 51% of the voting stock of 
which will be owned by this company 
and the remainder by the Employers’ 
Liability Assurance Corp. The contribu- 
tion of each will be in the same propor- 
tion, according to the prospectus. The 
balance of the net proceeds will become 
a part of the general funds of the com- 
pany to be available as a source of capi- 
tal funds for any one or more of the 
company’s subsidiaries. 

Employees’ Group Associates is a hold- 
ing company which has two wholly- 
owned subsidiaries, American Employers’ 
and Employers’ Fire, which are engaged 
in writing multiple lines of insurance 
(other than life, title and mortgage in- 
surance). The company’s subsidiaries, to- 
gether with the United States branch of 
the Employers’ Liability Assurance Corp. 
Ltd. of London, England, and the latter’s 
subsidiary, the Halifax Insurance Co. of 
Massachusetts, are collectively known in 
the insurance industry as The Employ- 
ers’ Group of Insurance Companies. 


Travelers Pay $149,000 in 


Wisconsin Settlement Award 

What is believed to be the biggest 
personal injury award in Wisconsin his- 
tory—a $149,000 settlement with a man 
who lost his right leg in a truck acci- 
dent—was confirmed recently by The 
Travelers of Milwaukee. The money 
will be paid to Loyis Lewis, 27, who 
was a truck driver for the Badger 
Northland Co. of Kaukauna on Decem- 
ber 7, 1955, when the accident occurred 
near Cleveland, Ohio. 

Attorney Allan Cain, who represented 
Mr. Lewis, said that the truck driver 
had been stopped by a policeman be- 
cause his truck had a defective light 
dimmer. Mr. Lewis was standing in 
front of his truck talking to the officer 
when another truck hit the first one 
from the rear. The impact pinned Mr. 
Lewis between his cab and the squad 
car. The driver of the second truck 
was Edward Paulaukas of Chicago, who 
was driving for the Trans-American 
Freight Lines of Chicago. The latter 
firm was insured by The Travelers which 
recently notified Attorney Cain that it 
will go along with the settlement. 

Mr. Cain said that no actual court 
damage suit had been started in the 
case. Mr. Lewis, who is unmarried, was 
fitted with an artificial leg two months 
ago, and is ready now for employment, 
but not as a truck driver. 


Hartford A. & I. Staff Moves 


John C. Fritchman has been appointed 
Production superintendent of Hartford 
Accident’s southern department in At- 
lanta. He replaces Charles J. Kelly who 
has been made manager of the company’s 
new branch office at Orlando, Fla. 

Mr. Kelly announces two appointments 
‘o the Atlanta office which was opened 
early in August. Robert J. Bellerose is 
Named bond superintendent and Robert 
Scroggs, casualty superintendent. 





Peerless Had $52,205 
Underwriting Gain 


PRES. ORR’S SIX MONTHS REPORT 





Shows Earned Premiums of $6,839,625; 
Reports on United Life & Accident 
and Caledonian-American 





Net income of Peerless Insurance Co. 
for the six months ended June 30 totaled 
$1,149,057, before net realized capital 
gains, equal to $2.09 per share, on the 


550,000 shares outstanding, Dudley W. 
Orr, president, reports. 

Of total reported net income, $735,478 
represented a tax refund received during 
the second quarter. In the first six 
months of 1956, net income, before net 
capital gains, amounted to $259,301, or 
47 cents per share, on the same number 
of outstanding shares. 

Earned premiums were $6,839,625, 
against $6,168,264 in the first half of 
1956. Peerless reported total losses in- 
curred, loss expenses incurred, and un- 
derwriting expenses of $6,787,419 com- 
pared with $6,226,550 in the 1956 first 


half, leaving a statutory underwriting 
gain of $52,205, as against an underwrit- 
ing loss of $58,286 in the 1956 period. 
United Life & Accident 

United Life & Accident, Peerless af- 
filiate, reported that new insurance paid 
for during the first six months of 1957 
was $32,155,772, 85% ahead of the first 
half of 1956. Insurance in force at June 
30, 1957, amounted to $249,489,000, a gain 
of $23,079,000 since the 1956 year end 

Caledonian - American, wholly - owned 
fire insurance subsidiary of Peerless, 
reported a net loss of $186,058 for the 
first six months of 1957. 








FIELD-TESTED SALES KIT 


Proved in use by American Surety agents 
everywhere! Shows prospects quickly 
and easily how much they can save and 
how they can improve their protection 
with an American Surety Homeowners 
Policy. 


125 


TIMELY SELLING HINTS 
Right now—with homebuying activity 
hitting peak-season stride — American 
Surety gives you tested techniques for 
selling Homeowner coverage. They’re 
featured in the current “Mailroad to 
PROFITS,” American Surety’s monthly 
sales-builder for agents. 





ON-THE-SPOT ASSISTANCE 


American Surety fieldmen will help you 
survey your personal lines, plan an ag- 
gressive program aimed at Homeowner 
prospects in your area. 






































with American Surety’s package to help you sell HOMEOWNERS! 


Let American Surety Homeowner policies increase 

your income while reducing overhead. For full details— 
and copy of the current “Mailroad to Prorits” featuring 
Homeowner selling hints—just mail the coupon. 


AMERICAN SURETY 


CO m PAN Y HOMEOWNERS pa 


422 Main Street, Buffalo 2 
100 State Street, Albany 7 e 
a 


111 John Street, New York 38 
16 Main Street East, Rochester 14 


Please send me details on Homeowner Policies and copy of current 


eeoeoeoeveevoeeveeeeeeeeseeeeeeeeee @ 
AMERICAN SURETY COMPANY 
Agency & Production Department 
100 Broadway, New York 5, N. Y. 











Zone State 





+ 
e 
® 
e 
2 
® *Mailroad to Prorits.” 
e 
© Name 
3 
e Agency 
FIDELITY » SURETY « CASUALTY + FIRE » INLAND MARINE ® — Street 
ACCOUNTANTS LIABILITY + AVIATION ® 
224 Harrison Street, Syracuse 2 @ City 
. 


e 50 Washington Street, East Orange, N. J. 
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A. & S. Seminar Set 
By LAA for Philadelphia 


AFTERNOON SESSION SEPT. 25 


Klages Moderator; Speakers Include 
Walker, Coggins, Rex Anderson, 
Buckley and Hanna 


As an innovation at its annual meeting 
in Philadelphia the Life Advertisers As- 
sociation will conduct an accident and 
sickness seminar on September 25 from 
1:30 p.m. to 5 p.m. in the Sheraton 
Hotel. Norman Klages, sales promotion 
manager of Lincoln National Life, will 
be the moderator and he has selected 
the following participants whom he con- 
siders particularly well equipped to dis- 
cuss various phases of A. & S. insurance 
as they apply to LAA memb 

Charles N. Walker, 
National Life, will tell 
People Should Know 


assistant vice presi 
dent, Lincoln 
“What Advertising 
About A. & S.” 
John T. 
Life Underwriter Training Council, will 
discuss “The Market for A. & S.” 
Anderson, who recently joined 
Insurance Co. of North 


Coggins, director of training, 


Rex I i 


the Lit Ainerica 


as vic president, will outline tested 
methods tor “Stimulating Life Salesmen 
to Sell A. & S.” Mr. Anderson is in 


charge of market research, market de- 
velopment and merchandising of life, 
Group and individual A. & H. with th 
Life of North America. 

John A. Buckley, Jr., director of pub- 
lic relations, Guardian Life of America, 
will discuss “Promoting A. & S. Sales 
Through the Printed Word.” 

Finally, John P. Hanna, general coun- 
sel, Health Insurance Association of 
America, will Sam the latest informa- 
tion on the FTC and NAIC codes of 
ethics and ce they affect A. & S. 
advertising. 


Roy A. MacDonald Resigns 


HIAA Director of Company Relations 

Roy A. MacDonald has tendered his res- 
ignation effective October 1. He _ will 
join the Life Office Management Asso- 
ciation as managing director. 
The story of Mr. MacDonald’s move, 
and details of his career are carried 
in the Life section of this issue of The 
Eastern Underwriter. 


New York A. & H. Club 


Prepares Fall Program 

The New York A. & H. Underwriters 
Club has chosen its speakers for fall 
meetings. Roy MacDonald, director of 
company relations for HIAA, will ad- 
dress the October 22 meeting. Mr. 
MacDonald has just resigned his HIAA 
post to become managing director of the 
Life Office Management Association, 
October 1. 

The New York A. &H, Club will hold 
its September meeting on the 19th at a 
venue yet to be decided. The guest 
speaker for the September meet is Ed- 
ward A. Minor, actuary at Metropolitan 
ag" The title of Mr. Minor’s address 

“The Current and Topical in Actuarial 
lateneat” His remarks will consider 
especially the subject of over-age and 
substandard risks. 

Club members will receive advance 
notices of these meetings and also 
the Christmas Party when the venues 
will have been decided. 


Imperative to Control 
Medical Bills for MM 


SAYS BLACK OF F LIBERTY MUTUAL 


Lauds Industrial Medical Control Pro- 
gram; Cites National Average for 
Annual Family E Bill as $207 


Great improvements in medical cost 
control, preventive medicine, and indus- 
trial health education programs must be 
forthcoming if the mounting costs of 
administering the new insurance for 
major medical expenses in this country 
are to be held within bounds. 

This statement was made this week 


by S. Bruce Black, board chairman of 
Liberty Mutual of Boston, in a review 
of the rapidly rising bills Americans 


must pay tor medical treatment. 

Pointing out that the costs of medical 
care have increased much more swiftly 
than living costs generally, Mr. Black 
emphasized that the control of these 
costs Was essential to underwriting and 
pricing hospital and medical insurance. 

“If medical bills are allowed to sky- 
rocket under the stimulus of the fast 
growing comprehensive medical cover- 
ages,” Mr. Black said, “then the benefits 
of the broader insurance may soon be 
priced beyond the range of the average 
family budget.” 

Medical Control Programs a “Must” 


In their own interests, business, the 
medical profession and the insurance 

‘ustry must cooperate to develop bet- 
ter preventive medical programs and 
more economic medical treatment, he 
said. As examples of what can be done, 
Mr. Black cited cases where the instal- 
lation of proper industrial medical con- 
trol programs has reduced company 
Group insurance premiums as much as 
25% 70. 

He noted that, in the field of work- 
nien’s compensation insurance, adequate 
medical programs are recognized means 
for controlling costs. “But we also 
know,” he said, “that the health care and 
education an employe receives under 
these medical programs during his work- 
ing hours can dramatically affect his off- 
hours health as well. For this reason, 
improved and broadened employe medi- 
cal programs can help to meet the chal- 
lenge of rising costs under non-occupa- 
tional coverages such as major medical 
insurance.” 

\t the same time, the Liberty Mutual 
chairman added, industry and the insur- 
ance companies must work more closely 
with community hospital and medical 
people, both for prompt treatment of ill 
employes and for their early return to 
work, A more efficient and economical 
medical treatment, he said, will then be 
reflected in lower insurance costs, assur- 
ing the continued acceptance and growth 
of comprehensive medical coverage in 
this country. 


Annual National Medical Bill 


In emphasizing the urgency of such 
action, Mr. Black pointed out that overall 
hospital costs are up 132% as compared 
with a rise in the consumers price index 
of only 37.6%; the average hospital bil! 
has increased from $88.85 to $181.13; per 
diem hospital care costs have more than 
doubled from $10.04 in 1946 to $24.15 to- 
day. This adds up to an annual U. S. 
medical bill and government expenditures 
of more than $14 billion, which averages 
out at $207 per family. 

Mr. Black, whose company is one of 
the country’s largest workmen’s compen- 
sation insurers, with a long background 


(Continued on Page 33) 


HIAA Bulletin on 
Asian Flu Epidemic 


ASKS COMPANY COOPERATION 
With U. S. Public Health Service to 


Get Maximum Inoculation as Vac- 
cine Becomes Availabl= 


In an effort to halt an impending epi- 
demic of Asian influenza in the country 
this fall and winter, insurance companies 
have been asked to help encourage wide- 
spread use of the flu vaccine, the Health 


Insurance Association of America an- 


nounced this week. The association, in 

bulletin August 13 to its 261 member 
companies in the United States and 
Canada, urged full cooperation with the 
U. S. Public Health Service in its forth- 
coming campaign to obtain maximum 
public inoculation against the disease as 
quickly as supplies of the vaccine become 
available. 

With the release of the first lots of 
vaccine for both military and civilian use 
announced by Surgeon General Leroy E 

3urney of the Public Health Service, 
insurance companies, through their rep- 
resentatives and agents can help by call- 
ing attention to the need for immuni- 
zation among their policyholders and 
members of Group health insurance pro- 
gramis protected by insurance companies 
against the cost of hospital and doctor 
hills. The number of persons covered by 
health insurance policies available from 
companies is over 66 million. 

A total of eight million units is ex- 
pected to be available by mid-September, 
said the association, half of which has 
heen assigned for use bv the armed 
forces. By February 1, 1958, the produc- 
tion goal of 60 million units is expected 
to be reached, which will allow for inocu- 
lation of about one-third of the U. S. 
population. Also joining in the PHS 
campaign will be the American Medical 
Association, and the state and territorial 
health officers throughout the nation. 

The importance of early vaccination 
was stressed in the trade association’s 
bulletin. Policyholders and employers of 
persons where Group health insurance 
programs are in force, it said, should be 
advised that the vaccine is effective only 
if administered before the onset of the 
disease. Protection against Asian influ- 
enza develops in 10 to 14 days after a 
single injection of the vaccine, and has 
been proved about 70% effective for one 
vear. Thus far, the vaccine is the only 
known preventive against this type of 
flu. which is the result of a mutated 
virus uncontrollable by any other means. 


Recalls 1918 Epidemic 


Unlike the disastrous epidemic of 
“Spanish” influenza in 1918, in which 
sae a half million persons died in the 
U. S. alone, this year’s outbreak of the 
se is not expected to cause a high 
death rate. Based on reports from the 
Far East, however, the attack rate is 
expected to be high. If the attack rate 
reaches 10% to 20% of the population 
in this country, it would mean that in 
a city of one ‘million, there would be 
some 100,000 to 200,000 cases of the flu. 

Vaccine available for civilian use, the 
HIAA noted, will be distributed through 
normal channels to doctors, hospitals, 
clinics and other health facilities. The 
Public Health Service has recommended 
that states and localities give particular 
consideration to the vaccination of those 
whose services are imperative for the 
care of the sick and those needed to 
maintain other essential functions. In- 
formation on when supplies of the vac- 
cine will become available can be ob- 
tained from any of these sources, added 
the HIAA. 

Until an injection of the flu vaccine 
has been giv en, a person should remain 
alert for signs of the disease. Such symp- 
toms as sudden and high fever, tiredness, 
muscle aches, and weakness may mean 
the beginning of Asian influenza. Usu- 
ally, the flu will run its course in from 
three to five days, followed by a longer 
period of convalescence. 





Man with Accident and Health 
experience to solicit producers for 
prominent stock company. Drawing 
account and commission. Write full 
particulars to Box 2542, The East- 
ern Underwriter, 93 Nassau Street, 
New York 38, N. Y. 











Welfarism Imposes 
Ominous Insecurity 


MISUSED POWER OF UNIONS 


Lord Beveridge, Author of Blueprint for 
Britain’s Welfare State, Sees New 
Dangers 


A recent editorial of the Chicago Daily 
News was headed “From Cradle to 
sankruptcy.” In it was revealed how 
Lord Beveridge whose plan wes the 
blueprint for an experiment in socialism 
in England in the 1930's, has recently 
said of himself ... “I am in Canger of 
living longer than I can afford.” 

Interviewed recently by Basil L. 
Walters, Daily News executive editor, 
he confessed that welfarism had gone 
far beyond his original dream and that 
“the unforeseen circumstance—inflation 
—now imposes an insecurity hardly less 
ominous than that which state benevo- 
lence sought to cure... .” 

The Chicago paper says that the Beve 
ridge report: “crystallized a popular ir 
yearning in Western society. The suf- 
ferings and forebodings of the worl’- 
wide depression had created a demand 
for ‘security’ for somebody to assume 
the role of super-mother and_ protect 
everyone from the pains and risks of 
living.” 

The plan was for the government to 
become the guarantor of individual wel- 
fare “from the cradle to the grave.” 
The movement did not go so far in the 
United States but public appeal for it 
was so great that the Social Security 
program was established. Furthermore, 
the Daily News stated “that innumerab!c 
‘welfare’ projects were developed by 
which the taxes of one group were 
siphoned into the pockets of another. 


The Favored Child of Government 


“A corollary event was the rise of the 
labor unions as a favored child of gov- 
ernment. The idea was that their eco- 
nomic power would also help redistribute 
and level out the national wealth.” 

The article continues: “It is note- 
worthy that now, two decades later, the 
sparkplug of the Handout State, Lord 
Beveridge, finds himself as a direct out- 
come of his crusade, financially damaged 
to the point of insecurity in his old age.” 

The paper said that Lord Beveridge 
placed the blame on the unions which 
used their power to touch off rounds of 
wage increases unrelated to any rise in 
the production of goods or services. 
More dollars are circulating, but they 
only bring a rise in prices. The paper 
reports that Lord Beveridge is stymied 
for a remedy, and feels that government 
should resume its function of preserving 
the value of money. 

Chicago Daily News comments : “What 
is certain is that governmental paternal- 
ism has not erased all the hazards and 
hardships of living, but has in fact intro- 
duced a new and more dangerous one. 
All we can do is work and pray that it 
will be recognized and halted short of 
the same kind of catastrophe that 
brought it into being.” 

Recognizing the influence of Lord 
Beveridge’s observations, the editorial 
was reproduced by Insurance Economics 
Survey, a monthly review of the social 
security scene prepared by the Insurance 
Economics Society of America, of which 
E. H. O’Connor is managing director. 


STANDARD ACCIDENT DIVIDEND 

The board of directors of Standard 
Accident has declared Dividend No. 299 
of 50 cents per share to be paid Septem- 
ber 5, 1957 to common stockholders of 
record as of the close of business Au- 
gust 23, 1957. 
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Danger of Home Accidents 
Shown by Walt Disney Film 


Already awarded “Highest Honors” in 
safety film competitions sponsored by 
National Committee on Films for Safety, 


“How To Have An Accident in the 
Home” marks Walt Disney’s first efforts 
to spotlight the potential dangers of 
everyday life in the modern home. 

In 16mm Technicolor with sound, the 
film runs eight minutes and is available 


for daily rental or lease/purchase 
through 16mm _ Division, Walt Disney 
Productions, Burbank, Calif. 

Newest colleague of Mickey Mouse 


and Donald Duck is J. J. Fate, recently 
created for starring role in studio’s 
latest 16mm safety film, “How To Have 
An Accident in the Home.” Introducing 
himself as tired of being the fall guy 
blamed for all accidents, J. J. Fate ex- 
plains, “Accidents don’t just happen by 
themselves—they have to be carelessly 
planned in advance.” 

Donald Duck, as Mr, Average Man, 
living in an average neighborhood, hav- 
ing average accidents because he doesn't 
use average intelligence, co-stars in this 
hilarious—yet deadly serious—presenta- 
tion of all types of home hazards. 


JOINS SURETY ASSOCIATION 
New York Underwriters, a member of 
the Hartford Fire Group, has been elect- 


ed to membership in the Surety Associa- 
tion of America. Another member of 
the Group, the Hartford A. & also is 
a member of the association. Associa- 


tion membership is now 81. 


Medical Bills 


(Continued from Page 32) 


in employe health programs, said that 
this was not a staggering average expen- 
diture. Two out of three families have 
some form of hospital insurance and can 
usually make arrangements to take care 
of the ordinary expense, he said. 

But for the unfortunate family—the 
ones comprising the 11% who have to 
pay annual bills of over $500, and these 
account for 43% of the national cost— 
or the 7% who have to see a physician 
more than 15 times a year—medical costs 
can be staggering. Mr. Black stated. And 
for the still smaller minority who have 
to pay from 20% up to all or even more 
than their income, medical expenses can 
be disastrous, he said. 


Liberty Mutual Originated MM 


Mr. Black observed that insurance 
companies have evolved, as a logical de- 
velopment of older forms of group acci- 
dent and health insurance, a group cov- 
erage for major medical expenses. 

Group major medical insurance, he 
said, was originated in 1949 by Liberty 
Mutual when the company developed a 
group plan to insure the management 
group of the General Electric Co. against 
medical disasters. 

Continuing, Mr. Black said: “The 
average present accident and health in- 
surance coverage in providing medical 
expenses for specialists. consultants, 
medical supplies, and appliances, gener- 
ally provides adequate, or even in some 
cases more than adequate, coverage for 
minor ills but too little for major med- 
ical expenses. This is particularly the 
case in non-hospitalized illnesses, which 
account for more than half the cost of 
medical care. 

“Maximum :mounts payable under the 
average group Wink medical policy 
range from $5,000 to $10,000. These can 
he written to take over where the other 
existing health and hospital policies leave 
oH, or as exclusive policies combining 
both in one comprehensive form. Basic 
to all plans.” Mr. Black said, “is a de- 
ductible and co-insurance feature which 
Provides that the person insured pays 
& minor percentage of the total bill, a 
feature which not only helps keep the 
initial premium low but encourages the 

insured to help keep the medical bills 
Within reason.’ 


Slow Driving Causes Suits 
From Five Totaling $150,000 


Slow driving on through highways, al- 
ways a great hazard to the tourist, has 
resulted in the filing of a $150,000 auto 
personal injury damage suit in circuit 
court in Marshall, Mo. against a Saline 
county farmer. ae collision occurred 
May 5, 1956, on U. S. 40 six miles east 
of Marshall ace The defendant is 
William H. Southard, farmer of Nelson, 
Mo., who, the plaintiffs charge, stopped 
without warning in traffic and forced the 
following car into the left traffic lane so 
that it struck plaintiffs’ car head-on. The 


McNamara Recuperating 

Paul McNamara, chairman, North 
American Life, successfully underwent 
an abdominal operation and is now re- 
cuperating. He expects to be able to 
take part in the 50th anniversary jubilee 
gathering of the North American that 
will culminate with a “7 ose banquet 


September 5 at the Edgewater Beach 
Hotel in Chicago. 

plaintiffs and amounts demanded are: 
Victor Nickles, $10,000; Mrs. Geraldine 


Nickles, $25,000; Mrs. Stella Jones, and 
Mrs. May Balcom, each $50,000, and Mrs. 
Ethel V. Musee, $15,000, 








Petz Manager A. & H. Div. 
Kemper Actuarial Dept. 


far 
ager 


1 F. 


Petz, 


div ision of 


¢ has been named man- 
of the A.&H 


the 


Kemper Groups actuarial department, 


Mr. Petz joined the Kemper organiza- 
tion in July, 1948, following his gradua- 
tion from Illinois Institute of Tech- 
1ology. For the past six years he has 
een a coordinator in the companies’ 
procedures department. 

was elected a member of the 
Kemper Insurance Junior board in 1953 


and was appointed a junior executive 


4 


irlier 


this 


year. 











“Did you say 
$125,000.00 
Mr. Beach?” 


Combined Group of Companies 


W. CLEMENT STONE, PRESIDENT 


“That’s right, Sally. With Combined’s Chiropractic 
Health Plan, each of our full-time agents will make that 


amount in commissions easily over the next 10 years 
. .. with renewals alone amounting to around $12,000 
annually after that period. Imagine a company devising 


wonderful package plans like this . . . giving us special- 
ized training .. . tailor-made merchandising materials 
...in a package that really sells! Man! A general agent 
couldn’t find a better way to success in the accident 


Combined coupon.” 


and health field, than to choose one of Combined’s prof- 
itable package plans. Sally, I’m glad you sent in that 


Same ee ee ne ee ee ee me ne ee ee ee ee ee es ey 


MAIL 
THIS 


Combined Insurance Company of America, Chicago; 


Combined American Insurance Company, Dallas; 
Hearthstone Insurance Company of Massachusetts, 


First National Casualty Company, Wisconsin 








Combined Insurance Co. of America, Dep’ 102 
5316 Sheridan Road, Chicago 40, Illinois 


Gentlemen: Please rush me details about 
Combined’s profitable Package Plans. 
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50th Anniversary of North American 
Life Dramatized In Booklet Story 


Chicago this 
anniver- 


Life of 
its golden 


North American 
year is 
and will stage 
for its field representatives September 
4-6 at Edgewater Beach Hotel, Chicago. 
to this signal occasion is 


celebrating 


sary a jubilee convention 


Quite adequate 
xchure produced to tell the story of 
The at- 
pages— 

North 


and 


a bri 


the company’s first 50 years. 
booklet—26 
the 


text 


laid out 


development of 


tractively 
details the 
American Life, 
pictures the work of its various depart- 


describing in 


ments today. In an appropriate prologue 


under the heading “And of Tomorrow,” 
the company reaffirms its long estab- 
lished principles and indicates that it 
will move ahead wisely, keeping pace 
with industry developments. 

The founding of the company and its 
progress through the years is well told 
in a chapter headed “50 Years of Grow- 
ing, Living and Serving.” In the spot- 
light are the personalities and achieve- 
ments of the company’s leaders from 


McNamara, the principal foun- 
first president, to Charles G. 
who is chief executive today. 


John H. 
der and 
Ashbrook 

Troubles in the Early 1900’s 


brochure describes the 
some period in which North American 
Life was born, the copy reading: “The 
turn of the century was an era of trusts 
and trust-busting—of the making of 
stock market fortunes—of the welding 
together of great industrial corporations. 
it was an era of frenzied finance, specu- 
lation, fights for control of wealth or 
property, from which insurance, unhap- 
pily, could not or would not remain 
aloof 

“There had 
life — re business as a 
abuses that had crept into the 
tration of certain questionable 
that eg In 


The trouble- 





an upheaval in the 
result of 
adminis- 
life insur- 


1905 a 


been 


ance companies of 

public investigation in New York, known 
as the Armstrong investig ation, high- 
lighted insurance practices felt not to be 
in the public interest. Its impact upon 
the business was severe. Resentment 
swelled against unclear insurance con- 
tracts, claim settlements and excessive 





management costs—against manipulation 

of policyholder funds for private ad- 

vantage. 
Meantime Mr. 


with perhaps dismay. 


McNamara _ watched 
Uppermost in his 





business character was “the firm resolve 
to sell the best and only the _ best.” 
The brochure describes his “disappoint- 
ment, his chagrin, almost amounting to 
personal embarrassment” concerning the 
findings of the Armstrong investigation. 

The story continues: “By 1907, John 
H. McNam: had charted his course 
and re deunt from his company. He 
journeyed to New York and there as- 
sel nbled about him 14 close personal 


friends—all life producers with his own 


company and members, with him, of the 
company’s honor club. He knew these 
men well knew their abilities and 
skills, the - high moral values ... knew 


they could ‘ie depended upon absolutely. 


A meeting was “it 1—it was not oe 
where—and within a comparatively short 
time—the North American Life Insur- 


ance Co. of 
neanty. 3... 


Started February 1907 in Newark, N. J. 


“The fledgling company (it_ 
opened for business February 7 
a building at 70 Park Place, ‘aks 
had several unique att ributes. It was 
the only life company that had been es- 
tablished entirel y without outside capi- 
tal. There was no element of promo- 
tional cost. Each of the 15 men had 
put up $20,000 of their own—sufficient 
to set up the required capital and sur- 
plus, and to carry the organization 


became a 


Newark, N. J., 


actually 
, 1907 in 


through the early years,’ 


Mr. 


McNamara was to remain as an 





junior) then became president. Signifi- 
cantly, all who have succeeded to lead- 
ership had already devoted their lives 
to working for the company. 

In 50 years North American Life has 
had four presidents: John McNamara 
who served for 20 years; Ernest S. Ash- 
brook, once manager of its top agency 
in Kansas City, 45 years in the com- 
pany’s service, who was president from 
1927 until 1951; Paul McNamara, now 
chairman of the board, whose service 
extends over 41 years and who was 
president from 1951 to 1955, and Charles 


active directing head of the company 
for 20 years. Other men who became 
associated with him in those early years 
were Albert Schurr, William P. Kent, 
Henry B. Overesch, Thomas J. Fleming, 


John McCarthy, George W. Payne, 

Harry O. Kramer, William O. Morris, G. Ashbrook who started in 1921 as a 
John A. Risk, Thomas E. “Judge” medical department clerk and_ rose 
Rooney, Charles B. Irwin and Robert 0. through the ranks to the presidency in 
Feely. 1955. 

_ William Morris joined the company Key Men in Managerial Structure 
in November, 1907, as actuary and served ; 
the company for 48 years until his re- The directorate of the company is 
tirement in 1955. Mr. Risk retired from headed by Paul McNamara. The deci- 
the board in 1955. Now 95 years of age, sions of the board are implemented 
he has well earned the title of North through six management committees 


which are as follows with their respective 
chairmen: Executive—Charles G. Ash- 
brook; finance committee—Leslie O. 
Copeland (North American vice presi- 
dent and treasurer); legal and claims— 
Arthur C. Rooney; auditing—Vice Ad- 
miral U.S.N, (Retd.) Harvey E. Over- 
esch, whose father, Henry B., was one 


American’s elder statesman. Robert 
Feely, born in Ireland, was a dynamic 
leader in the eastern division of which 
he became head on the death of Albert 
Schurr. 

Moved to Chicago in 1912 


In 1912 the company moved to Chi- 


cago where it took residence in its of the original incorporators and vice 
present home office location, North president at the time of his death in 
American Building, at State and Mon- 1919, 

roe Streets. President McNamara re- The agency and insurance committee, 


tired in 1927, being succeeded by Ernest 
S. Ashbrook who carried the company 
through the perilous years of recession, 
1929 through 1933. He asked to be 
relieved of his presidential responsibili- 
ties in 1950 and became chairman of the 
board until his retirement. 

Tradition is strong in the North Amer- 


headed by Paul McNamara, determines 
the policy forms to be used and the kind 
of risks to be accepted. Mr. McNamara 
also works with the agency department 
in establishing new agencies. Mr. Cope- 
land heads the planning committee in 
studying and devising methods for im- 
proving efficiency of company operation. 


ican Life. It seems to provide its own These six committees are appointed each 
ready-made officers to maintain wise year. 

leadership. Mr. Ashbrook was succeeded The executive committee has _ full 
as president by Paul McNamara, the charge of all company affairs, acting 


who took over chairman- 
1955. Charles 
his brother’s 


founder’s son, 
ship of the company in 
G. Ashbrook (20 years 


for the board of directors in the interim 
periods between board meetings. 
North American has grown tremen- 


ee ee ee, 


YOU a 8 8 
Can Get FURTHER FASTER 


with MONARCH 


TRAINING — to sell Non-Cancellable, Guaranteed Renewable 
Health and Accident Insurance, and Hospital, Surgical and 
Major Medical. 


TRAINING — to sell all forms of Participating Life Insurance 
—in individual programming, Business Insurance, estate 
and tax planning. 


TRAINING — to sell Group Health and Accident, Group Life, 
and Salary Continuance Plans. 


TRAINING — to advance into management positions — Field 
Supervisor, General Agent and Home Office. 


All Monarch training is company sponsored and company 
supported — and all new men are company financed. 


Liberal retirement, group life and hospitalization benefits 
for all salesmen. 


Frank S. Vanderbrouk, President 
Raymond C. Swanson, Agency Vice President 


MONARCH LIFE INSURANCE COMPANY 
Springfield, Massachusetts 
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dously during the past decade which is 
a tribute to the firm foundation estab- 


lished by Founder John McNamara. 
Ernest Ashbrook piloted the craft through 
the stormy 1930’s, and Paul McNamara 
and Charles G. Ashbrook have led the 
company to its present strong position. 
For example, admitted assets in 1946 
were $20,151,467; at the 1956 year-end 
they totaled $42,040,371. New Life insur- 
ance topped $61 million in 1956 in con- 
trast to $18,651,010 ten year earlier; 
A. & H. premium income in this period 
has increased from $116,765 to $1,311,- 
835. Total income in 1946 of $3,850,217 
jumped up to $8,740,823 in 1956. 

North American’s agency department 
now coordinates sales and service activi- 
ties of the company’s 800 agents and 
brokers in 17 states, D. C. and Hawaii. 
North American’s field force operates 
from Newark, N. J., across the country 
to Honolulu in the Pacific. It spreads 
north to Fargo, N. D., and south to 
Sarasota, Fla. 


Agency V.P. Is Ronald D. Rogers 


Ronald D. “Buck” Rogers, CLU, agen- 
cy vice president, joined the company in 
1946 as agency secretary. He holds cer- 
tificates of life insurance agency man- 
agement from LIAMA and the American 
College of Life Underwriters. Assistant 
director of agencies, Walter F. Turck, 
has been with the company 30 years. 
Assistant to Mr. Rogers is Charles G. 
Ashbrook, Jr. who, like his father, is a 
Denison University graduate. Mr. Ash- 
brook has the responsibility of providing 
the field force with many important 
services including training material and 
sales motivation programs. He is also 
editor of the “Spotlight,” 


the company’s 
field publication, which was originated 
by his father. 


There is a continuous flow of advance- 
ment to challenge North American’s 
employes, including a well planned field 
training program. The company also 
supplies training material as well as as- 
sisting its staff through industry courses 
from the LUTC to the CLU designation. 
The agency department library is open 
to staff people who can have books on 
all phases of Life and A. &H. insur- 
ance. 

An Agency Minded Company 


North American makes a strong point 
of its “agency-mindedness,” and backs 
it up with generous incentives and 
awards—last year achievement plaques 
were awarded to 62 personal producers 
and ten agencies. 

The competitive highpoint annually is 
for membership of the President’s Cabi- 
net. This is a 12-man body composed 
of the top leaders each year. They re- 
ceive specially engraved stationery, a 
handsome framed certificate, and other 
tangible awards. This practical outlook 
is found, too, in the fieldmen’s award, 
enrollment in the liberal Group life and 
hospital plan for producers and agency 
managers who qualify on basis of yearly 
earnings. 

The message for 
North American Life, 
the close of the 50th 
chure. The copy reads: 

“It has been wisely written—the fu- 
ture is but an extension of the past. 
Things may change, people may change, 
but the principles go on forever. North 
American Life Insurance Company has 
operated for 50 years on the principles 
of the good man—the prudent man. It 
will continue to do so. 

“And yet it will seek change. The 
times we live in are a rushing pattern 
of newness. Men seek release—from 
want, from fear, from the impact of 
economic disaster. New Life insurance 
forms, responsive to human need, will 
surely emerge; and North American 
y as sound judgment permits, will 
assuredly use them. 

“Good life insurance is good living. It 
is protection—absolute and inviolate. As 
through 50 years of serving, so in the 
50 years ahead—North American will 
continue to offer only the best, the 
soundest, the finest life insurance that 
is obtainable. 

“This we pledge. 
form.” 


the future from 
is contained at 
anniversary bro- 


This we will per- 
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Here are five simple, but effective sales aids being used by 
many Etna Casualty and Standard Fire agents with consider- 
able success. Compact and easy-to-carry, these pocket-size 
folders quickly dramatize to prospects the many advantages 


5 of multiple coverage Package Policies. 


1. 


2. 








“For the Home You Love and Live In’”’ gives the five important 
reasons for buying the Comprehensive Dwelling Policy . . . shows 
pictorially the most important coverages and the savings involved. 


“The Homeowners Policy for You” shows the prospect at a glance 
the many important coverages included in the broad Homeowners 
Policies . . . outlines the savings and other advantages. 


“The New Tenant’s Policy” tells quickly the coverages . . . is illus- 
trated with colorful cartoons. 


“Retailers . . . Wholesalers” describes the coverages of the new 
Commercial Property Policy .. . includes an outline form for mak- 
ing an actual comparison of the costs of the insured’s present cover- 
ages against the cost of the package policy. 


“Luckily, George Left the Facts with Her”’ tells the story about the 
new Office Contents Policy . . . includes a case history and a com- 
parison with present coverage that should help to convince any 
prospect. 


AETNA CASUALTY AND SURETY COMPANY 
STANDARD FIRE INSURANCE COMPANY 


Affiliated with Aetna Life Insurance Company 
Hartford 15, Connecticut 





Com, 
1MERCIAL PROPERTY Poticy 












































Each of these sales aids is a “working” tool, de- 
signed to be used at the point-of-sale — not merely 
as an envelope stuffer. Why not put them to work 
for you — helping you to sell more of the popular 
Package Policies? 
















The prestige 


ofa 


Insurance Career 


One of the notable assets of Life underwrit- 
ing is the public prestige enjoyed by Life 
insurance Field-Men. The American College 
of Life Underwriters and the C.L.U. program 
have contributed substantially to this result. 


We at Metropolitan are proud of our 

C.L.U.’s and join our friends in the Life 

insurance industry in urging Field-Men to enroll in one 

of the 1957-58 C.L.U. courses in their respective commu- 

nities. These courses have not only added to the stature of 

all associated with Life insurance but have helped to 

broaden the ability of Field-Men to render top-notch 
professional service. 


While you can be a good Field-man without being a 
C.L.U., you can be a much better one if you are. In 
today’s competitive market, it is good business to have 
the best possible professional education. One way to get 
this is to become a C.L.U. yourself. It will do much to 
give you the added knowledge, skill and confidence which 
today’s public rightly expects and appreciates in career 
Life insurance Field-Men. 


Knowledge /s Power 


FE INSURANCE MPANY 


METROPOLITAN LIFE INSURANCE COMPANY 


HOME OFFICE: New York 


PACIFIC COAST HEAD OFFICE: San Francisco 


CANADIAN HEAD OFFICE: Ottawa 
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